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Style No. 5955 
Rough White Veal Oxford 


with Rigid Arch. Half 
Rubber Heel. 

struction. ‘‘Dalton’’ 
Last. AA, 81/-12—A and 
B, 7 to 12—C and D, 
6 to 12. 


Style No. 5956 


Oxford. Straight Tip. 
Half Rubber Heel. Welt 
Construction. “Crest” 
Last. AA, 8 to 12—A and 
B. 7 to 12—C and D. 
6 to 12, 


Rough White Veal Oxford 
with Wing Tip. Leather 
Heel. Welt Construction. 
“Dalton” Last. AA, 8 to 
12—A and B, 7 to 12—C 
and D, 6 to 12. 


Meet the demand for these summertime 
staples with sizes—-not excuses. Prepare 
your stock now. 


The numbers illustrated above are free 
of style risk, and our large floor stocks 
place us in position to ship your orders 
quickly. 


ALL LEATHER 


=} SHOES fz 


A lotten or wire will bring salesman with complete line of samples 


arch, 


FRIEDMAN-SHELBY 


INTERNATIONAL SHOE CO. 
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VOICE of the TRADE 


eVOE MINCO of Franklin-Simon, 
New York, coined a phrase that 
will be hearu ’round the country: 
“Shoes like these don’t just hap- 


” 
pen. 


* * * 


yust TOO THARILLING 


2 


a 


@RRY KELLY, designer, for War- 
ner Bros., in reviewing the shoe 
situation as he sees it, says: 

“Bronze kid is a_ thrilling 
thought. Doris Weston wears 
pumps in this shade in ‘The Sing- 
ing Marine’ with a beige wool suit. 
For a rich color, bronze is amaz- 
ingly versatile—being ideal for any 
brown ensemble and yet a perfect 
foil for powder blue, thistle and 
floral yellows. It also blends beau- 
tifully with the new bronze laces 
now achieving such fame. 

“Sandals of red, white and blue 
kidskin are London’s whim as a 
Coronation influence. Mary Ma- 
guire, who received a pair of these 
from an English friend, finds the 
color combination ideal for all neu- 
tral frocks as well as for white or 
blue things. Little gem-studded 
flowers, such as girls have been 
wearing in their suit lapels for 
bouttonieres, would be attractive on 
the toes of simple slippers. 





“An interesting note in footwear 
is that we are not matching up 
white sandals with white frocks this 
season. Instead we are doing as 
did Ann Sheridan in ‘Lady Luck’— 
styling white shoes with pastel 
clothes. White frocks, on the other 
hand, are being set off either with 
pastel kids or vividly colored ones.” 


* * * 


WY OMEN were advised to wear 
comfortable shoes if they wish to 
be beautiful, by Miss Theo. Ben- 
der, St. Louis, Mo., cosmetician, at 
the Southern Beauticians’ Associa- 
tion meeting in New Orleans. She 
said: 

“Every pain that is felt in the 
foot shows in the face. III-fitting 
shoes put lines in the face that cos- 
metics cannot eliminate.” 





ERVING GROSSMAN, sales man- 
ager for I. Miller & Son, Inc., Long 
Island City, says: 

“Remember—A fit for every 
foot. ... A shoe for every occa- 
sion. They are your key to a grow- 
ing market of quality buyers! 

“Remember—Size up weekly! It 


Page 2! 


is your key to merchandising fash- 
ion at a profit! 

“Remember—The _ twelve-month 
buying plan! It is your key to 
greater volume . . . and fewer mark- 
downs . . . in quality-fashion mer- 
chandising.” 





HRERE is one of the curious 
phases of shoe retailing,” said puz- 
zled Lester Baymer, proprietor of 
the Hollywood Bootery, located on 
the Hollywood Boulevard in Hol- 
lywood, Calif. 

“This store has always been an 
opera pump house. Now with 
pumps coming in so strong, our 
customers are asking for some- 
thing different. Right now the call 
for novelty is being satisfied with 
sandals, mostly in white kid and 
other dyeable materials. We have 
never had so many people coming 
in and asking for novelties. 

“Don’t think we're not selling 
plenty of pumps, for we are, every 
day, too. And we will have more 
and more in all the variations. 
Much of our fine gain in top-grade 
business is directly traceable to the 















fact that we have played leather 
shoes so strong, while so many 
went heavy on the fabrics. Women 
buying the top grade shoes this 
Spring definitely demanded leather 
shoes, especially those soft fine 
feminine leathers that look and feel 
so well on the foot. In other sea- 
sons we have sold a few fabric 
shoes, but this season even in view 
of the big play which the fabrics 
received, we are very happy we 
stuck to the all-leather shoes which 
our good trade likes so well.” 

* * * 


THIRTY-THREE states having 
Fair Trade Acts as of April 10, 
1937, are: Arizona, Arkansas, Cal- 
ifornia, Colorado, Georgia, Idaho, 
Illinois, Indiana, Iowa, Kansas, 
Kentucky, Louisiana, Maryland, 
Minnesota, Montana, Nevada, New 
Jersey, New Mexico, New York, 
North Carolina, North Dakota, 
Ohi, Oregon, Pennsylvania, Rhode 
Islanu, South Dakota, Tennessee, 
Utah, Virginia, Washington, West 
Virginia, Wisconsin and Wyoming. 

Law now passed by legislatures 
and uwaiting Governors’ action in 
Oklahoma and Nebraska. The Cali- 
fornia and Illinois statutes have 
been declared constitutional by the 
Supreme Court of the United States, 
and the other thirty-one acts are 
substantially comparable with those 
of California and Illinois. © 


* * 


GIMME A WHOLE Lor 











WILLIAM KAUFMANN of Som- 
mer & Kaufmann, San Francisco, 
took us into a sample room so that 
we could see how he buys. After 
looking the line of shoes over, he 
said: 

“There is always one test. When 
a man says: “They're mighty nice 
shoes,’ he doesn’t buy. But when 
he says: “This is the lousiest line 
of shoes. I ever saw’ and says it 
with a smile, he buys.” 

x * * 


F. J. PUERLING, manager of 
the Stewart & Potter branch in 
Brooklyn, New York, and E. T. 


~ 





GIFT OF GLASS 








—Fred Gannon writes: “Why not 
write something about ‘glass’ in 
one of your little editorials?" 

—Thanks, Fred; and with your help, 
here goes. 

—Glass! 

—Miles and miles of it in show win- 
dows from coast to coast. 

—The world sees its market-place 
behind the glass as it walks by. 
—Time was when window panes of 

glass were given as wedding gifts. 

—That was back in the days when 
Colonists used oiled paper in their 
windows. 

—Imagine oiled-paper today in the 
windows of our Fifth Avenue or 
Michigan Boulevard Shops. 

—The legend is that glass was dis- 
covered by some primitive people 
who built a fire on the sands and 
picked up crystals in the clinkers. 

—Glass windows were once a luxury, 
subject to a tax, like incomes and 
profits. 

—Now glass is used for most every- 
thing but dollars. 

—And glass helps make dollars for 
most all of us. 


out 6 TEE 


President 





Walsh, manager of the Krentler 
Brothers branch in St. Louis, are 
receiving congratulations over their 
having been elected to the direc- 
torate of the United Last Company. 


* * * 


WHEN shoe retailers develop 
the fashion angle in their children’s 
shoes as the most of them are doing 
in the women’s lines, then the chil- 
dren’s business will start to show 
some real important substantial 
volume gains,” believes Miss Alma 
Eaton who carries the Simplex line 
in the Mountain states. “The chil- 
dren do not care for the extreme 
things, nearly as much as they will 
instinctively select those pretty lit- 
tle styles which are in good taste 
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everywhere. Dealers who under- 
stand the workings of the minds of 
their :youthful customers, when it 
comes to shoe selections, are fast 
corraling the children’s business of 
their town. For Fall in the sports 
line, black is outselling the browns, 
rusts and wines. There is a little 
call for green in the dress shoes. 
Growing girls still like the round 
toes the better and they are show- 
ing a distinct preference toward 
flexible welts in their dress and 
sports shoes.” 


* * 


e31M BAKER of S. Rauh & Com- 
pany, Inc., at the Shoe Fashion 
Guild show was asked: “How is 
business?” and he answered with 
this old Irish story: 

“How much did your pig 
weigh?” “It didn’t weigh as much 
as I thought it would; but then I 


knew it wouldn’t.” 
x & * 


HEERMAN SHAFFER, manager of 
J. & J. Slater, says: 

“Advertise what you are selling 
best and it pays. Too much adver- 
tising is done to move goods that 
you want to get rid of, but if you 
want to get consistent results, ad- 
vertise your ‘successes’ and let store 
salesmanship move your ‘mistakes.’ 

“The average buyer is always 
looking for something new, forget- 





You 
MOVE 


a 
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ting that in his stock there are 
shoes which, if consistently pro- 
moted and dramatically advertised, 
can be sold season after season. 
“Shoes that are promoted in this 
way become a part of the goodwill 


and background of a store. Any 
store which attempts to do a good 
job must have shoes of this type 
which are shown by the customer 
as being a stand-by on which she 
can always fall back with the se- 
cure knowledge of a known quan- 
tity.” 
* * * 

“BRING ’EM BACK ALIVE” 
is the house policy of A. F. Mus- 
selman, whose shoe store is in Long 
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Beach, Calif. “By that I mean we 
sell such shoes and fit them in 
such a manner that the wearers 
will happily walk in under their 
own power for more of the same 
kind of merchandise and treatment. 
Fashions that are in vogue, but not 
the extremes, are followed with us. 
Just the good middle-class of trade 
that likes to pay from six to eleven 
dollars for their shoes. Most of 
these women want a pair of white 
shoes for the Spring and Summer. 
However, they feel that whites are 
a one-season proposition with them, 
while they can get most of two 
season’s usage from their other 
shoes. This means that the white 
shoe business with us is concen- 
trated mostly in the six to seven 
fifty prices. The way whites have 
started to sell since Easter, and 
from what our trade tells us, we 
anticipate an excellent white busi- 
ness. For the past several years, 
the white shoe trade has shown a 
steady increase in sales. This year 
we have every reason to expect to 
sell many more pairs than last year 
and are planning our stock ac- 
cordingly.” 


* * * 


TO A Shoe Salesman 


* * 


A salesman when he sells a shoe has 
spirit and morale, 


He knows a Bennie, Charlie, Dave, an 
Eddie, double Al. 


He’s taught about the cuboid bone, the 
metatarsal pad, 


And if the longitudinal has suddenly 
gone bad. 


He speaks in terms of hand sewn welts, 
of perforated toes, 


And listens to the customer who comes 
to tell his woes. 


He’s very much acquainted with a 
counter and a box, 


And with the many holes he finds in 
other people’s socks. 


His mind is on the different styles, the 
insoles and the shanks 


And with the fitting that he gives and 
never gets his thanks. 


He also is so intimate with irons in a 
sole 
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And wonders if they'll tan a hide that 
won’t produce a hole. 


He’s very much adapted to a button 
hook and horn 


While working on the P.M.’s from the 
very crack of dawn. 


anal 


He’s trained to know the many lasts and 
always be aware 





Of Vici-kid or elk and suede that city 
folks will wear. 


He’s constantly familiar with medallions 
on a tip 


And of the careful skivings on a calf- 
skin or a kip. 





He preaches orthopedics ’till he knows 


he can’t be beat 


But he’s the one that’s suffering from the 
arches in his feet. 
- —Morris Ginsberg. 
* * * 
HIENRY FORD’S “Fact Book” 
says that for the making of every 
1,000,000 cars of the Ford type, 
1,500,000 feet of upholstery leather 
and other sorts are used. Consider 
the millions of Ford cars on the 
road, and calculate the quantity of 
leather which goes along in the 
cars and how many pairs of shoes 
might be made of it at two feet 
to the pair. 
* * * 
THE Club Boot! In the sporting 


goods stores, they have a boot of 





leather. The golfer fits it over 
the head of his club, so as to pre- 
serve the wood. One store labeled 
the article: “Boots for Wood.” It 
takes half a dozen or so of these 
club boots to outfit a golfer. So 
what about the idea of selling boots 
for the clubs with shoes for the 
golfer? 


* * * 


WOSTED over the door of Joe 
Michaels’ office at Saks 34th Street, 
is the following: 

“It has come to me as a good 
rule not to believe anything; 
against anyone—unless it is con- 
firmed, and even when it is an as- 
sured fact, my rule is not to repeat 
it. I cannot hold other people’s 
tongues, and it has taken me a 
long time to get control of my own 
tongue. But it can be done! And 
it is well worth while! If for no 
other reason than it saves a lot of 
time.” 

* * * 
N. C. (CHICK) EVANS, buyer 
for Kaufman-Strauss of Louisville, 
Kentucky, says: 

“We are in an amazing period 
of fashion in footwear. We must 
sell the -eye first and it necessitates 
a new principle in shoe operation 
for you must merchandise shoes 
as you do millinery. 

“With these fast fashions you 
are lucky to sell 60 per cent at 
regular prices and when it comes 
to mark-downs, there is no profit 
in the mop-up because you’ve got 
to get them down to a price that 
is sub-low in any clearance.” 














“Don't let that embarrass you. 


Look, | got one tool" 











FROM the consensus of designers’ opinions the Fall 
Footwear Fashion picture is most important. 

With a tendency toward plain skirts daring shoes will 
gain in acceptance. Women were given elaborate shoes 
for spring. They liked them. 

Next fall there is even more reason for believing that 
we will see shoes with interesting new treatment in 
trimming and design for both street and evening wear. 

Open toed shoes will be seen again this Fall for 
evening and some for formal afternoon wear but I don’t 
look for any great popularity for them for street. 

Pumps with high fronts, some with steel buckles, 
others with many of the new throat ornamentations will 
be in keeping with short skirt fashions. Hollywood calls 
them “frilly pumps.“ 

The town would welcome a new type of buckle for 
opera and high tongued pumps, something dainty, yet 
capable of expressing a costume color tone. 

Some screen players cannot wear pumps, so the new 
ankle straps are being worked out by custom shoe- 
makers. 

Movie folks have always been partial toward opera 
pumps. Snap-on bows have made opera pumps more 
interesting, especially on black kid and patent leather. 

For a long while opera pumps were a sort of uniform 
footwear locally, but this past year the sandal has been 
very popular. They like pumps not too elaborate but 
fine grade shoes with feminine touches and shoes which 
flatter the foot. 

Remember that every screen actress has to watch 
every item of her costume to see that it gives her the 
smartest and most flattering look she can attain. 

That is one reason why I think the high front shoes 
have never been particularly popular with the stars. They 
gave a long effect to the foot and that is not flattering. 

Various treatments in criss-cross effects have been 
found to take away that long appearance. These new 
high walled lasts are pleasing in that they give the shoe 
a shorter look. 

Coronation colors will carry through for Fall in shoe 
colors, the designers believe, but they also think that 
shoes are the place for high colors to accent the brown, 
blacks and navy that they think will be popular this Fall. 


Constance Bennett, appearing in “Topper,” a Hal 

Roach production, wearing a dinner gown of 

silver sequins on white crepe, designed for her by 

Lange. Note the molded silhouette, the 

long pill skirt and the gardenias used as the 
only trim. 
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For FALL.. 


Is the GOSPEL OF FASHION 


FOR MILLIONS OF WOMEN 
WHO FUOLLOW THE FILMS 


FALL fashions are in the embryonic stage as far as 
the American dress manufacturing market is concerned. 
Hollywood designers, however, are already making Fall 
clothes for productions now being filmed. Studio de- 
signers are peering into the future, anticipating fash- 
ions months in advance so that when these pictures 
are released in the Fall, the clothes will be the last 
word in fashions. 

After making the rounds of the major studios, seeing 
the feminine fripperies being turned out by the leading 
studio designers, I make the following predictions 
about Fall fashion trends: 

1. That you will see very simple daytime clothes 
whose smartness will depend on intricate cut and stitch- 
ing rather than ornate trimming. 

2. That shoes, bags and belts will be used to dress 
up as well as give the color accent to these clothes. 

3. That the swing skirt for daytime clothes is very 
much on the wane and that the pencil silhouette is 
coming back. 

4. That daytime skirts will stay short. 

5. That you will see a moderate revival of the hip- 
length basque and beltless dresses. 

6. That the short evening dress is only a fad and 
that evening clothes will continue to have long and 
full skirts and that much bead embroidery will be used. 

7. That the soft suit rather than the tailleur will be 


by 
FRANCES MORRIN 
FASHION EDITOR 
SCREEN AND RADIO 
WEEKLY 


Who Interviews Stars and 

Their Stylists for This Spe- 

sial Boot and Shoe Re- 
corder Feature 


FRANCES MORRIN 


The long molded waistline 
used by Adrian in this cos- 
tume for Myrna Loy in “Par- 
nell”? will play a part in 
shaping Winter trends. There 
is already a tendency toward 
a return of this line. This 
dress features pleating, velvet 
bows, buttons and lace. 


popular, many coats being shown minus lapels, collars 
and even buttons. 

8. That shoulders will remain broad, depending on 
cut rather than padding for the wide effect. 

9. That you will see a return of red, black, blue and 
cross foxes, as against the tremendous vogue for silver 
foxes, which will mean an upswing of the browns in 
shoes and stockings. 

10. That there will be a trend toward matching 
hosiery to shoes. Hollywood started it several months 
ago. 

Interviews with Hollywood’s most famed designers 
form the basis for these conclusions. Orry-Kelly, who 
designs clothes for some of our leading screen stars as 
well as for the dress market, is now in the midst of a 
big production. I found him in his office at Warner 
Bros., surrounded by bolts of materials and sketches, 
getting ready to dress his prize clothes model, Kay 
Francis, for “First Lady,” which promises to be an 
important fashion picture. 

Orry-Kelly likes the long waistline. He first used it 
in the clothes he made for Kay Francis for “Stolen 

[TURN TO PAGE 102, PLEASE] 


SIMPLE CLOTHES 


—Audacious Footwear 


SHORT DAYTIME SKIRTS 
—High Front Footwear 


LONG EVENING DRESSES 
—New Bead Embroidery 


MATCHING HOSIERY 
—To Shoe Colors 














he Elastic Leather Girdled 

Shoe. A singleton, to be played 

carefully, is this new develop- 
ment in shoemaking. 


THESE thirteer 
nate the ¢ 





igh Throat Pumps. This flat- 


g shoe growing steadily in 
demand for dress wear. 


‘xtended Backs. This is 
imited, promotional novelty. 


Apron Fronts. This line par- 
ticularly popular with younger 
women. 


ace Oxfords. A revival 
in with the general 
Significance of asymmetric lines. 








“Here’s an attractive flowered print.” 
“But, my heavens, the size reads 36 and 
! always wear an 18,” says the irritated 


customer. 


A 
MORE FLATTERING 
SIZE SYSTEM 


All of which gives Mr. Joe Michaels, 

shoe buyer Saks 34th Street a grand 

idea. “If” says Mr. Michaels, “a 36 can 

be sold as an 18, we have a grand idea 
for sizing and selling shoes.” 








RECORDER 


SCENE I 


Enter the customer in search of a dress. 

But what dress will it be? For in 

dresses, as in shoes, size is important. 
She is obviously a large woman. 


“I demand another salesgirl.” A new sales girl 
is called and tactfully explains that though 
Madam’s bust measures 36, she actually wears 
an 18. The customer satisfied makes her purchase. 





Candid Commentator 


IT’S about time for the shoe trade to do something about size mark- 
ings in choes, to help rather than to hinder a sale. As an industry, 
we have been operating for at least fifty years on the standard mea- 
surements that were laid out at a meeting of the retail shoe dealers’ 
national association of the United States, held in Philadelphia, in 
1886. For all I know, the size stick, as we now use it, may be a 
hundred years older. But this I do know—that it is time for a 
change. It is time for us to do something to flatter the woman as 
to her foot size, rather than frighten her into buying shoes that are 
short and injurious to her feet because she wants to flatter her vanity 

and say that she wears a 6 instead of a 7. 
It is high time that we learned something from the garment field. 
They have a dual-system of sizing that has tremendous advantages 
[TURN TO PAGE 44, PLEASE] 


Enter the customer. This 
SCENE II time to the shoe department. 

Subconsciously she whispers 

“size 7, please.” Carefully 
But the shoe looks very large and the measured the stick reads a 
customer looks anything but pleased. legitimate 7. 








Enter Joe Michaels again. This time with a bright idea. 

“We have a new size system Madam. Though you have 

been wearing a 7, you now wear a 5. Actually, you 

know, there is only a third of an inch difference between 
half sizes—-but a 5 sounds so much better.” 


I Recommend a Change of Size Markings 
and Open the Forum for All to Partic- 
ipate in Discussion of a Subject Which 


May Mean a Revolutionary Improvement 


In Consumer Contact. 


by JOSEPH MICHAELS 
Shoe Buyer, Saks 34th St.. New York 


“Yes” replies the customer, “and the 
shoe really looks smaller now that | 
know my real size is 5.” A sale is made 
and nothing suffers but the old size 


a FINIS. 
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ET doesn’t seem to make sense to say, at the beginning 
of a buying season: “Sell what you have on hand at 
a price that will move it; then go into the market and 
buy at higher prices.” But there you have, in one con- 
tradictory sentence, the actions that must take place in 
any and all businesses, and particularly in shoes. 

There is a seasonal character to footwear more pro- 
nounced this year than in the seven past years of style 
famine. Many a merchant who bought shoes for sale 
in May and June counted his profits before they were 
made. It is difficult to educate business men to realize 
that in a rapidly rising price market a sale is never 
a sale and a profit is never a profit unless and until 
the outstanding obligations have been collected. 

There have been gains in the purchasing power in 
the mass, rather than in the class field. You could 
sense that in the current type of advertising to the 
consumer, which is definitely low-brow, and_ price 
and bargain-conscious. The shrewd merchant is out 
for the money where the money is. 

Not that there isn’t an increased spending in the 
top class field—for the philosophy of: “you can’t take 
it with you” has penetrated that strata of society and 
there is more luxury-buying in the belief of “enjoy 
it while you may.” More emotion than sense in 
that sort of thinking because America stands firm and 
fast to the economics of Work, Save and Security. 

But the mid-Summer months have, in recent years, 
been mass-buying months. Millions of workers now 
rate a vacation, with pay, where formerly they 
couldn’t afford it. In the past a lay-off might have 
been a “time vacation,” but it was in no sense a “free 
spending period.” More goods can be moved this 
Summer, but they will not move themselves. There 
must be promotion, showmanship and salesmanship. 

There is no decline in the importance of the human 
equation in selling because of regimentation and union- 
ism. Good salesmen and good ideas were never more 
needed. It is within the range of possibility for mer- 
chants everywhere to make money by moving goods 
at prices the public will pay though those prices may 
be, for the moment, less than expected. Move the 
goods you must because they are not safe to carry 
over in the light of fashion changes. 

So every merchant must be, in fact, a dual person- 
ality in the month of June. He must buy with optimism 
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The Editors Oulbook 


Two Way Thinking on Shoe Selling—Buying 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


though he may, for the moment, have a tinge of pes- 
simism. There are definite optimistic indications; 
first;—the largest crops in seven years are coming along. 
They are to be marketed at a satisfactory price to 
the farmer because there are shortages in the carry-over 
of all farm products the world over. 

It is true there has been a series of breaks in the 
stock market and in the commodity markets. They have 
heen, in the main, corrections rather than indications 
of a prolonged “bear” market. Every now and then, 
in every market rise, there comes a chastising “eleventh 
hour.” It is also true the President put the brakes on— 
stopping rising prices, expansion, greater spending 
and larger profits; but it was a leveling off that would 
have come anyway and for the moment raised the 
question: “Why try to stop the boom when we are 
not yet completely out of the depression?” 

But the farmer is riding along to a better business, 
better prices, better profit and a better spending power. 
Factory workers who have forced their wages up are 
not going to be first to take a reduction. The govern- 
ment is certainly sympathetic to both the farmer and 
the laborer and if inflation is inevitable, to give money 
to both, it is obvious that there will be no serious 
restriction in money to move crops, and in credit to 
make goods. 

More money is needed today than was needed in 
1929. In seven years we have increased our popula- 
tion by nearly seven million people. Consumers and 
wage earners have therefore increased numerically. If 
money turn-over was eighty-eight billion dollars in 
1929 and dropped to thirty-seven billion dollars in 
1933, the rise in 1936 to sixty-five billion dollars is 
just a preface to the need for many more billions of 
dollars in financial turn-over before we reach a com- 
parable high peak—if and when and perhaps in 1940. 

So we say again. The merchant must come to mar- 
ket as a dual personality—cautious and conservative 
on the capacity of the public to consume current 
goods; and at the same time optimistic and adventure- 
some in the ordering of goods for a Fall and Winter 
season which must show a better face financially. 
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These Hecl add the NULL 


Tin 


@ Handsome, smart and 


trim — these two heels in- 
crease the sales appeal of 
GOODYEAR f any shoe. They are “part of 


the shoe” — no visible nail 
holes. And they bear “the 


greatest name in rubber.” 


Manufacturers use more of 
these good-looking, long- 
wearing heels than of all 
other kinds of blind-nail- 
ing heels combined. 


Why? Because they know 
that these heels help you 


sell shoes! 


It will pay you to specify 
GOODYEAR | the Goodyear Wingfoot or 


Mm, f the Goodyear “Custom” 
WINGFOOT is heel as factory equipment 


HEEL on all the shoes you order. 


mn 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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~SHOES IN THE NEWS 


THESE EIGHT SHORT WORDS will open new sales avenues 


Never before have you been able to offer 
this modern type shoe. The Two-Plane is 
constructed to fit and support the entire bot- 
tom of the foot in a natural position—the 
heel on one level (or plane), the entire fore 
part of the foot on a lower, more comfortable 
level. Permanent additional tread area has 
been built right into the Two-Plane shoe 
(directly behind the fore part of the ball of 
the sole) . . . literally it is a “middle heel” 
. . . it supports that part of the foot which 
so often has a tendency to develop aches and 
pains. With this extension rearward, one- 
third more tread area has been added. A 
redistribution of weight over a greater area 
is accomplished. The greater tread area in 
the Two-Plane shoe results in a lessening of 


pressure on concentrated areas of the foot. 
Comfort for the entire foot naturally follows. 
The Two-Plane shoe is the shoe that keeps 
good feet feeling good. 

For men whose work requires more than the 
usual amount of footwork: Show the Two- 
Plane to salesmen, factory workers, outdoor 
men, men on any job requiring extra hours 
on their feet—they will find Two-Plane shoes 
exactly meet their needs. Available in styles 
of popular acceptance. Priced to retail at 
$7.50. The Jarman representative will call 
on request. He’ll be glad to saow you the 
Two-Plane, and all the other smartly styled 
Jarman shoes for this coming season. Write 
JARMAN SHOE COMPANY, Nashville, 
Tenn. Division of General Shoe Corp. 


Jarman. Shoes to retail at $5 to $7.50 


CUSTOM 


Copyright 1937 by Jarman Shoe Co. 
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SHOES IN THE NEWS 








THE TWO-PLANE SHOE GIVES 
MORE OF ALL THREE... 





STYLE 


Long shank fitting, short, coupled appearance, provided by Two- 
Plane construction, allows Jarman designers to style this shoe 
with a minimum of “comfort look” —a maximum of smartness. 


COMFORT Lee 


Only the Two-Plane shoe can and does give natural and ample 
support at heel, instep and ball of foot. No extra gadgets are 
necessary. Better heel fitting results, through reduction of ten- 
dency of foot to slide forward in shoe. 











X-RAY PICTURE OF TWO-PLANE CONSTRUCTION 
1. Forward end of upper plane or inner tread of shoe. 

2. Bearing of gun steel shank against abutment on Middle Heel. 

3. The sturdy weight-bearing section of Middle Heel. WEA R 


4. Bearing surface of Middle Heel. Bottom filler, semi-hard Jarman’s rigid Tread-Test . . . the actual walking test that assures 
rubber (special formula) overlaps Middle Heel tongue which all Jarman customers extra months of wear . . . no matter how 
extends under ball tread of foot. severe the going. 


TREAD+TESTED 
Like all other Jarman shoes, the Two-Plane models have passed 


TWO-PLANEF SHOES 


The Shoe That Keeps Good Feet Feeling Good 


JARMAN SHOE COMPANY, Nashville, Tenn. + Division of General Shoe Corp. 
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RETAIL SHOE SALES IN UNITED STATES IN 1935 


Total sales of 
shoes at retail 
. $491,722,000 
139,167,603 

75,908,058 

32,050,490 

22,773,71¢ 

21,085,849 

19,398,982 

18,555,547 

10,121,207 

9,277,773 
1,686,867 
1,686,867 


Shoe Stores 

Dept. Stores 

Country General Stores . 
Gen'l Mdse. Stores ... 
Mail Order Houses .... 
Family Clo. Stores 
Men's Clo. & Fur Stores ..... 
Dry Goods Stores 

Women's Ready to Wear Stores 
Variety Stores 

Men's Fur. Stores .... 

Army & Navy Stores . 


Est. Proportion 
Independent Store 
and Dept. Sales 
$264,054,700 


Chain and __ Est. Proportion 
Mail Orde? Chain and 
Sales Ratio Mail Order Sales 
$277,667,300* 


53,440,360 
7,590,800 
6,410,100 

22,773,719 
4,343,685 
4,073,785 
3,711,110 
2,550,544 
8,424,215 

354,242 
674,745 


46.3 
85,727,243 38.4 
68,317,258 (est.) 10.0 
25,640,390 (est.) 20.0 
0 100.0 
16,742,164 20.6 
15,325,197 21.0 
14,844,437 20.0 
7,570,663 25.2 
853,558 90.8 
1,332,625 21.0 
1,012,122 40.0 


(est.) 


(est.) 





$843,434,962 
100% 


Total All Stores .... 
Percentages .. 


$501,420,357 


$342,014,605 


59.5%, 405% 








INDEPENDENT 


STORES 


Still Lead In Shoe Distribution 


But Chains and Volume Operations Increase in Every 


Division at Retail 


IN an endeavor to present an unbiased picture of the 
situation as it is now, in 1937, Boot aNnD SHOE RE- 
CORDER has assembled and analyzed all of the statis- 
tical information available, from both general and 
confidential sources. 

Instead of depending on the published census fig- 
ures giving a sketchy picture of the situation, the analy- 
sis has been developed to cover all the various types 
of stores in which shoes are sold, from the stores han- 
dling shoes as their major stocks to those in which 
shoes are a minor item. A summary of this informa- 
tion appears in the accompanying chart. 

Inasmuch as more than 41 per cent of shoes sold at 
retail are distributed through the eleven classifications 
other than shoe stores, it would seem essential to con- 
sider them in any analysis seeking to secure unbiased 
information. 

Since the first of the year various statements have 
appeared, inferring that, according to the 1935 Census 
of Business issued by the United States Department of 
Commerce, chain store’s shoe sales equalled or ex- 
ceeded the sales through independent shoe stores. 

These statements were based on the following fig- 
ures, given as a part of an analysis of “Shoes and 


Sales, by Types of Operation” in Retail Distribution, 
Volume IV, January, 1937. 
pel — Chain Store Sales—$255,564,000—or 50 
Total. 1985 ae Shoe Store Sales—$221, 712,000—or 


Toul’ | 1935 All Other Type” Salee—$34,123,000—or 
6.7 per cent 


Total 1935 Sales, All Stores—$511,399,000—or 100 
per cent 
Discrepancy is immediately apparent. It is very evi- 
dent that $511,399,000 does not represent the total shoe 
sales in the United States in 1935. A partial explana- 
tion appears in the report of April, 1937, of which the 
first two paragraphs read— 

“Persons making use of the following data 
should bear in mind that the volume of sales 
given therein does not represent the total vol- 
ume of sales of shoes, for in this classification 
of stores many other items are sold. Con- 
versely a large volume of shoe sales are made 
in other kinds of businesses such as depart- 
ment stores, general stores, etc. Figures on 
the total volume of retail sales of shoes are 
not available upon commodity classification 

[TURN TO PAGE 94, PLEASE] 
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EATHER HAS TO BE RIGHT 
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SELLING 
The CUSTOM IDEA 
TO NEW YORK 


Proof of the Fact that Men Like and 
Still Buy the Best in Footwear 


A SHORT way from Fifth Avenue, at 43 East 58th 
Street, corner of Park Avenue, New York City, there is 
located a small shoe shop whose slogan is “Shoes of 
Distinction.” This shop caters solely to the “class” 
trade of this city, among whose some seven million 
population are many who know fine shoes. From this 
number it is doubtful if very many know of the work 
necessary to turn out a pair of shoes of the grade in 
which this shop specializes. 

J. L. Barnett, well-known figure in the retail shoe 
trade and for nine years shoe buyer at Fortnum and 
Mason’s exclusive retail store in this city, is one of 
the owners of this shop in partnership with Joseph 
DeRosa, a maker of custom shoes. - 

Mr. Barnett was born and brought up in the shoe 
trade in England. Here he learned about custom shoe- 
making, or, as it is called in England, “bespoke” shoe- 
making. This word was derived from the fact that a 


customer coming into a shop for shoes would tell 





y BARE, 


° formerl 
y-» FORTNUM & ead am Srtesthos of 
Shoe Buyer, now makes cae a 
Mr. Barnett’s old 







friends and not a 
few new ones to 
his shop. 


MEASURE 


$20 up 


price te sae the Last 
$8.50-$18.50 


Feast 50> 


SHOES TO, 
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Window of bi new eu Shoe Shop, with a display of a 
hand-made shoe in various stages of development, which proved 


of unusual interest to passers-by. 


(bespeak) the bootmaker in advance just what he 
wanted. Mr. Barnett knows fine shoes and during his 
nine years at Fortnum and Mason’s he introduced 
many persons to the fine English shoes which this 
store carried. 

After the closing of the Fortnum and Mason store 
in this city, Mr. Barnett went into the wholesale trade, 
taking several lines of well-known American shoes to 
England, where he had good success in introducing 
and selling these American lines to British retailers. 
But his first love was the retail trade, and after sev- 
eral months in England he returned to this country 
with certain ideas of his own which he planned to 
carry out in his own shop here. His present store is 
the result of those plans. 

The shop is small, with but one display window, but 
here one may have made anything from a specialty 
shoe to riding bodts, including, of course, the finest in 
regular shoes for both men or women. The shop 
carries in stock ready-madé shoes of both English and 
American make, in price from $8.50 to $18.50. Shoes 
to measure for the individual are made in this shop 
from $20.00 up. 

Mr. Barnett’s largest sales in the hand-made shoes 
are those for men. Whereas women are mostly inter- 
ested in style when it comes to shoes, and the fact that 
the shoes are hand-made has little or no effect on 
their purchases, men have always been interested in 
the feel and appearance of fine leather combined with 
superb workmanship in the shoes they wear. Then 
again in men’s shoes, good craftsmanship will show 
to its best advantage in the smooth glow of tans and 
the somber gloss of the blacks. 

[TURN TO PAGE 117, PLEASE] 
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The NATURAL BRIDGE of 
VIRGINIA, Exemplifying The 
Basic Principles On Which 
NATURAL BRIDGE SHOES 
Are Built. 








The NATURAL BRIDGE Line 
May Be Seen At The Boston 
Show, June 1, 2, 3 at the Hotel 
Statler, Room No. 710 and at 
Midwest Shoe Fair, June 6-8, 
Cincinnati, Hotel Netherlands 
Plaza, Rooms 935 and 937. Or 
Drop Us A Line And Salesman 
Will Call. 

















Yes Sm! They're off again and you've got a date to see the finest 
line of Natural Bridge Shoes that we've ever produced. Bright, new 
styles for fast Fall Promotion, and right in line with the current 
















trend for “Better Things.” And you're going to hear all about the FOOT HEALTH SELLING. 
new and greater advertising and merchandising plan to tell YOUR TURES FOR RATIONAL 
Natural Bridge Story to six million women. WITH ALL PROVEN FEA- 


“When her Pocketbook Feels the Difference, her Eyes Must See It.” 
She will and you will when you see this sparkling new line. More 
than ever before it’s the “Class of the Field.” The quality, work- 
manship and style that are inherent in Natural Bridge Shoes are 
quickly apparent. Their style, background and reputation are your 
guarantee of keeping your present comfort conscious customers and 
securing a host of new ones. 





WELTS - SILHOUWELTS - UCO LITTLEWAY LOCKSTITCH PROCESS 


Natural Pridge 


Division of Craddock-Terry 
ALSO MAKERS OF THE FAMOUS 
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Road, Coast to Coast | 


With a New Fall Line that’s more than ever... 
“The Class of the Field” 







And a New Advertising and Sales 
Plan that will cheer the hearts 
of every Natural Bridge Dealer 









THE LAVEN 






Here’s our plan in a nut shell. Traditional quality, 





keener, smarter, last-minute styling and an increased 






national advertising campaign directed to six mil- 
lion women, readers of Vogue, Ladies’ Home 
Journal and Good Housekeeping, telling them what 
they may expect in style and quality and value in 
Natural Bridge Shoes, and an in-stock service that 
actually functions and assures you deliveries you 
are entitled to expect. 











THE LUSK 






THE CHASE 


In Line Wath The 


\ hoemakersalag 
5°" and ¥6 





Company—Lynuchburg, Va. 
Billiken JUVENILE SHOES 
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a, 3 
2% 3 


Wo 2 
1% 2 





WOMEN'S NEW SIZE SCHEDULE 


INSTEAD OF HALF SIZES MARK % DIFFERENCE WHICH IS ACTUAL MEASUREMENTS 
3% 
3% 4 4% 4% 4% 4% 4% 5 5% 5% 5% 5% HH 6 


4 44. 5 5B, 6 bh 7 hh 8 


10 10%. It WY 12 


% 6% 6% &% 


8, 9 MW 








A MORE FLATTERING SIZE SYSTEM 


to the merchant and certain pleasur- 
able appreciations to the woman who 
asks for an 18, when her body propor- 
tions are those of a 36. Many a dress 
size 20 is sold with speed and satisfac- 
tion as against the resistance that 
would come if it were labeled a 40. 
Certainly, the dress people are one up 
on us when it comes to understanding 
the psychology of the woman cus- 
tomer; but we, in shoes, perpetuate an 
error that was started away back and 
continues to be the bane of the exis- 
tence of every man selling shoes over 
a fitting stool. What the customer 
wants is a small size on the outside and 
a large size on the inside. 

Now, let’s go back to this subject of 
sizes. Why was it that we started 
children’s shoes off—size 0—at approx- 
imately and not exactly—just shy of 
4 inches? It was because that was sup- 
posed to be the width of the hand of 
some famous old English king who had 
something to do with setting the mea- 
surement of the linear foot—twelve 
inches in length. So we start the stand- 
ard length in an infant’s size at “0” 
and progress forward—with each addi- 
tional size 1/3 of an inch longer. 

“Why,” you ask me, “is it 1/3 of an 
inch?” Because the old, ancient stand- 
ard of measurement was “three barley- 
corns to an inch.” So there you have 
it—the width of a man’s hand, plus 17 
barleycorns—and you reach a size 4 
in a woman’s shoe. 

What an amazing system. All per- 
petuated by time and tradition and 
continued as an irritant to business be- 
cause we do not measure against inches 
or centimeters or anything normal. 

So I propose a correction of the code 
system, at least. To explain let’s estab- 
lish size 4 as a base to point my ex- 
ample; let’s term it the beginning of the 
run of sizes in women’s shoes. Let’s 
take the size 4 and progress from there, 
increasing by actual measurements 1/6 
of an inch per half size and 1/8 of an 
inch per whole size. 

When a customer comes in for a 
pair of shoes on the new system, the 
sizes read: ’ 

4, 41/6, 42/6, 43/6, 44/6, 45/6, 5, etc. 
These sizes now read in your stock: 
4, 4%, 5, 5%, 6, 6%, 1; etc. 


In other words, a woman will get 
a size 5 shoe by the new system, where 
previously she received a size 7—and 
if she has a sizable foot, her size 10 
will only be a 6—because we have made 
this system start from a base of 4 and 
progressed by the actual measurements 


[CONTINUED FROM PAGE 29] 





WIDTHS 
Old 


AAAAA 
AAAA 
AAA 
AA 

A 

B 

Cc 

D 

E 

EE 

EEE 











rather than the half and whole sizes 
that we have used for over half a 
century. What woman wouldn’t be 
flattered to feel that she was wearing 
a size 5 rather than a size 7? She 
would get the same thrill that she gets 
now when she buys a size 18 dress 
which covers a size 36 proportion. 

There is something of a measurable 
principle in this new size run. Cer- 
tainly there is more sanity to it than 
the width of a hand and the barleycorn 
increase. We at least start with a 
size 4 and move along in definite 1/6 
inches, 

Ask any one of your customers. You’ll 
discover that her belief is that a half 
size is one-half inch and when you ex- 
plain to her that it is only 1/6 of an inch, 
she invariable looks upon you as one 
who is peddling a commercial untruth in 
the hopes of subtle flattery. 

Show a customer the difference be- 
tween a size 7 and a 7% as being actu- 
ally only 1/6 of an inch and further- 
more tell her that the difference in 
width is but % of an inch on the cir- 
cumference of the foot and she is 
amazed at the little difference there is 
between sizes. 

We must do something in this mod- 
ern day to use a modern psychology 
of selling and if we can honestly and 
truthfully show the customer the very 
slight difference that exists between a 
full size and a half size—one width and 
the next—we are doing something to 
increase the true fitting of feet. May- 
be, at the same time, we need to revise 
the code of widths and here is my 
proposal : 

AAAAA 
AAAA 
AAA 
AA 


A5 
A4 
A3 
A2 
Al 
Bl 
B2 
B3 


E B4 
EE Bb 
EEE B6 


Just to give you an idea of how far 
we go in code markings in shoes, may 
I just enumerate some of the symbols 
now used and the interpretation there- 
of. If we go so far to deceive the cus- _ 
tomer in private code markings, are 
we not increasing the distrust of that 
customer in the entire system of shoes 
and sizes? 

I think we have reached a new, 
honest day in merchandising, when an 
honest code of size schedules would be 
appreciated by the customer, the mer- 
chant and the manufacturer. 

I throw the entire subject into the 
field of discussion in the hopes that 
what I have started will bring us 
somewhere before another season’s 
shoes go into production—to perpetu- 
ate the errors of the past. 


Why Continue These Code Markings 
in Shoes? 


DECIPHERED 
EXPLANATION 
39 minus 32 equals 7 size 
2 equals B w 
39 minus 32 equals 7% size 
2 width, 7 size 
0 even, 5 used as half size 
1 plus 6 equals 7 size 
2 equals B width 
39 minus 32 equals 7 size 
12 minus 10 equals B width 
half of 14 equals 7 size 
2 equals B width 
40 minus 32 equals 8% CE 
7 equals size (—equals %) 
2 equals B width 
8 equals size (—equals half size) 
A equals width 
39 minus 32 equals 7 
0 equals B width 
39 minus 32 equals 7 size 
0 equals A 
39 minus 32 equals 7 size 
2 equals C 
7 equals size 
1 equals whole size 
uals w 
(2 equals half size) 
ist seven blind 
2nd 7 equals size 
4 equals D 
8 equals size 
0 equals full size 
2 eq 
(equals half size) 
9 equals size 
0 equals full size 
5 equals half size 
4 equals D 
Divide 14 by 2 equals 7 size 
2 equals B width 
0 is blind . 
9 is size 
1 equals full size 
3 equals C width 
Add 1 to 8 equals size 9 
0 is b 


13 cae D width 
Have you a better plan? Write 
Joseph Michaels, Saks-34th Street, 
New York. 


CODE 
39 2 


270 
162 


size 


80 13 



























STYLE 0086 
White Buck and Black Calf 


STYLE 0085 
White Buck and Tan Calf 


AA to D 
6 to Il 


IN STOCK 
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STACY-ADAMS SHOES 


Quality is in the making. Craftsmanship of the old school, 
coupled with modern science, creates a shoe that a nation’s 
shoe men acclaim. The Stacy-Adams Custom Grade shoe, to 
retail at $13.00 and up, and the Bion F. Reynolds line, to retail 
at $9.50 and up, have just got to be right. 


STACY-ADAMS 


COMPANY 


BROCKTON, MASS. 
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PROFIT 
e 


Stores catering to men who are par- 
ticular, and men who are on the way 
up to better standards of living, need 
a comprehensive line of footwear 
which covers each bracket of price 
. .. includes all the fine points of fit, 
shoemaking and value. . . and carries 
FRENCH, SHRINER & URNER a name recognized as standing for 


Custom Grade the best in men's fine footwear. 
RETAILING AT $11.85 AND UP 


To complete this pic ture French, 
Shriner & Urner now provide a new 
FRENCH, SHRINER & URNER standard line of men's shoes that will 
SHOE fit in between the Custom Grade at 

Standard Grade $11.85 and the Shriner Shoe at $8.75. 


We will be glad to give you complete 
THE SHRINER SHOE information. Write today—and pre- 


RETAILING AT $8.75 pare for a bigger Fall season. 


| ae 


FRENCH, SHRINER 
& URNER MFG. CO. 


63 MELCHER ST. BOSTON, MASS. 
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Abbott Shoe Co. 
Accurate Shoe Corp. 
Adams Slipper Co. 
Adelle Footwear Corp. 
Advance Wool Skin Shoe Co. 
Air-O-Pedic Shoe Co. 
Air-Step Shoe Co. 

Albrow Shoe Co. 

Allen Shoe Co. 

American Shoe Co., Inc. 
American Shoemaking 
American Wringer Co. 
Amherst Shoe Co. 

Ansin Shoe Mfg. Co. 
Anwelt Shoe Mfg. Co. 

Apt, E. R., Shoe Mfg. Co. 
Arlington Shoe Mfg. Co. 
Arrow Shoe Co. 

Artco Shoe Co. 

Artisan Shoe Co. 

Art Craft Shoe Co., Inc. 
Ascutney Shoe Corp. 

Astor Shoe Mfg. Co. 
Athletic Shoe Co. 

Auburn Rubber Corp. 
Ault-Williamson Shoe Co. 
Avon Sole Co. 

Ayer, George H., & Son 
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B-W Footwear Co., Inc. 

Banner Slipper Co. 

Barbour Welting Co. 

Baris Shoe Co., Inc. 

Barnett Footwear, Inc. 

Barr & Bloomfield Shoe Mfg. 
Co. 

Barry Shoe Co. 

Barth Binding Co., Inc. 

Bata Shoe Co., Inc., of New 
York 

Bates Shoe Co. 

Bates, Charles S., Inc. 

Beaudin, L. E., Shoe Co., Inc. 

Beckerman Shoe Corporation 

Beckwith Manufacturing Co. 

Bedford Shoe Co. 
(Lewis Heicklen) 

Bedford Shoe Co. 
(Levi-Weitss Sales Com- 
pany) 

Beicher, George E., Co. 

Belle-Craft Slipper Corp. 

Bleecker Shoe Co., Inc. 

Blue Ribbon-Naturalizers 

Blum Shoe Mfg. Co., The 

Boot & Shoe Recorder Pub. 
Co. 

Bourque Shoe Co. 

Bradd’s, Inc. 

Bradford Shoe Co., The 

Bridgewater Workers Co-op- 
erative Association 

Brindis Shoe Co. 

Bristol Shoe Co. 

Brown Shoe Co., The 

Brown, H. H., Shoe Co. 

Burlington County Shoe Co. 

Buster Brown Shoe Co. 


































George F., & Co., 





Carleton, 
Inc. 
Carmo Shoe Manufacturing 

Co. 
Central Slipper Co. 
Century Shoe Mfg. Co. 
Champion Shoe Mfg. Corp. 
Chandler, W. K., Inc. 
Chelmsford Shoe Co. 
Chesapeake, The, Shoe Mfg. 


















Oo. 
Claff, M. B., & Sons 
Clark Shoe Co. 
Cobb, Charles H., Shoe Co., 
Inc. 
Cole, B. E., Co. 
Collingwood Shoe Co. 
Collins, A. M. 
Comfort Sandal Mfg. Co., 
The 
Comfort Slipper Corporation 
Compo Shoe Machinery Corp. 
Connolly Shoe Co. 
Conrad Shoe Co. 
Consolidated Shoe Corp. 
Continental Box Co. 
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Converse Rubber Co. 
Conway Shoe Co. 

Cooper, S., Mfg. Co. 
Copley Shoe Co., The 
Corcoran, Joseph F., Shoe Co. 
Cord Shoe Co. 

Crafts, G. P., Co. 

Crescent Shoe Co. 

Crutis Shoe Co. 

Cushman, Charles, Company 
Craddock- Terry Company 


Dainty Maid Shoe Co. 

Dartmouth Shoe Co. 

Davis, E. E., Shoe Co. 

Devine & Yungel Shoe Mfg. 
Co. 

Diamond Shoe Co. 

Dickinson Shoe Co. 

Dine Shoe Co. 

Dingley-Foss Co. 
(Levit-Weiss Sales Co.) 

Ditto Company 

Dolly Novelty Shoe Co., Inc. 

Donovan Rubber Co., Inc. 

Douglas, W. L., Co. 

Duane Footwear Corporation 

Dunbar Pattern Co. 

Dunn & McCarthy, Inc. 

Durand Shoe Co. 


Eagle Shoe Mfg. Co. 
Eastern Footwear Corp. 
Eaton, Charles A., Co. 
Eby Shoe Co. 

Edgerton Shoe Co. 
Edmar Footwear Corp. 
Elam, F. S., Shoe Co. 
Elite Shoe Co. 
Emerson, A. E., Shoe Co. 
Engle-Cone Co. 

Enna Jettick Shoes, Inc. 
Essex Rubber Co. 
Evans’ Son, L. B., Co. 
Excel Shoe Co. 

Exeter Shoe Co. 


Farmington Shoe Mfg. Co. 

Fashion Bilt Shoe Co. 

Federal Shoe Co. 

Fein & Glass, Inc. 

Ferris Shve Mfg. Co. 

Field & Flint Co. 

Fisher, Arthur, Shoe Co. 

Fisher, Nathaniel, & Co. 

we Comfort Slipper 

oO. 

Five Star Shoe Company, Inc. 

Fleischer Shoe Co. 

Flexmore Shoe Co. 

Forest Park Shoe Co. 

Form Fitting Slipper Corp. 

Forstman, Julius, Corp. 

Foster, A. J., Co. 

Foster, R. H., Shoe Co. 

Franzen Shoe & Slipper Co. 

Freedliender Shoe Co. 

Freedman, A., & Sons, Inc. 

Freeman, Joseph, Shoe Co., 
Inc. 

Frye, John A., Shoe Co. 


Gable Shoe Co. 
Gaffney-Sulkis Shoe Co. 
Gale Shoe Mfg. Co. 
Gardiner Shoe Co. 
Gardner Shoe Co. 


Gerber Shoe Co. 

Gerberish-Payne Shoe Co. 

GilAsh Shoe Co. 

Gill Publications 

ae E. J., Shoe Company, 
ne. 

Goldberg Bros., Inc. 

Golo Slipper Co. 

Good-Will Slipper Co., Inc. 

Goodyear Tire & Rubber Co., 
Inc., The 

Gotham Shoe Mfg. Co. 

Great Northern Shoe Co. 

Green-Barr Shoe Co. 

Green-Bell Shoe Co. 

Green Shoe Mfg. Co., The 


EXHIBITORS AS OF MAY 15 
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Green, W. S., Co. 
Grossman Shoe Co. 
Grosvenor, C. A., Shoe Co. 


Hagerstown Shoe & Legging 
Co. 


Hannahsons Shoe Co. 
Harbro, E., Mfg. Corp. 
Harrison Shoe Co. 
Harvard Shoe Co. 
Headway Shoe Corp. 
Heiber, William, & Son 
Heicklen, Lewis 
Heilbrunn, J., & Sons 
Hercules Shoe Mfg. Corp. 
Hide & Leather 
Highland Shoe Co., Inc. 
Hill Bros. Company 
Hoague Sprague Corp. 
Holly Shoe Co. 

Holtz, Herbert, Shoe Co. 
Hood Rubber Co. 
Horwitz, Vincent, Co., Inc. 
Hub Shoe Co. 

Hubbard Shoe Co. 
Hubler, George W., Shoe Co. 
Hyde, A. R., & Sons Co. 
Hy-Style Shoe Co. 


Interstate Shoe Co. 
Interstate Slipper Co. 


Jacobs, A., & Sons Co. 

Jacobs, H., & Sons 

Jay Shoe Mfg. Co. 

Jersey Footwear, Inc. 

Johnson-Baillie Shoe Co. 
(Lewis Heicklen) 

Johnson-Baillie Shoe Co. 
(Levi-Weiss Sales Co.) 

Jonas, R., Shoe Co. 


Kalb Shoe Mfg. Co., Inc. 
Kennebec Shoe Co. 
Keystone Slipper Company 
Klayman, S., & Son, Inc. 
Kleven Shoe Co. 

Knight Slipper Mfg. Corp. 


Knipe Bros., Inc. 

Koss Shoe Co. 

Ko-Z-Fit Slipper Co., Inc. 
Kreider, A. S., Co. 


Ladv Douglas 
Landis Shoe Co. 

(Lewis Heicklen) 
Landis Shoe Co. 

(Levt-Weiss Sales Co.) 
Lasell Shoe Co. 
Lebon Shoe Co. 
Lenox Shoe Co. 
Leonard & Barrows Shoe Co. 
Lester Shoe Co. 
Levine, Al and Sol 
Levi-Weiss Sales Co. 
Liberty Shoe Co. 
Lind Shoe Co. 
Lion Shoe Co. 
Lippert Bros., Inc. 
Little Falls Felt Shoe Co. 
Longini Shoe Mfg. Co., The 
Lorman, Philip, Shoe Styles 
Lorraine Shoe Co., Inc. 
Louis Shoe Co. 
Lown Shoe Co. 
Lucey, John E., Shoe Co. 
Lucille Footwear Co. 
Lynx Shoe Co., inc. 


Maine Shoes, Inc. 

Manning, J. Nelson, Shoe 
Mfg. Co. 

Manning, John P., & Co. 

Manning-Gibbs Shoe Co. 

Markes, L. V., & Sons Co., 
The 

Martin-Tickelis Shoe Co. 

Mascott Shoe Co., Inc. 

Maxwell Shoe Co. 

Mayer, R. J., Shoe Co. 

Maybury Shoe Co. 

Mayer-Herman Co. 


* 





* 


Mayville Shoe Co. 
Meis, Charles, Shoe Mfg. Co., 
The 


Melanson Shoe Co. 
Melrose Slipper Co. 
Merrimack Shoe Mfg. Co. 
Metro-Craft Shoe Co. 
(Juvenile Division) 
Metro-Craft Shoe Co. 
Meyer, Frank C., Co., Inc. 
Mid West Shoe Co. 
Midwest Slipper Mfg. Co. 
Milchen Shoe Co. 
Milford Shoe Co. 
Miller, Hess & Co., Inc. 
Milwaukee Shoe Co. 
Minor, P. W., & Son, Inc. 
Monarch Shoe Co., Inc. 
— Shoe Co. of Worces- 
er 
Morse & Molloy Shoe Co. 
Mound City Shoe Co. 
Municipal Shoe Co., Inc. 
Myers, D., & Sons, Inc. 
Myrna Shoe, Inc. 
McNichol & Taylor Co. 


Narragansett Shoe Co. 

Nashua Slipper Company 

National Shoe Corp. 

National Shoe & Leather Co., 
The 

as gua Shoe & Slipper Co., 
ne. 

Natural Bridge Shoemakers 

New England Shoe & Leather 
Association 

New England Slipper Co. 

Newmarket Shoe Co. 

Newton Shoe Co. 

North Shoe Last Co. 

Norway Shoe Co. 

Novelty Slipper Co., Inc. 

Nunn-Bush Shoe Company 


Olympic Shoe Co. 
Orange Shoe Mfg. Co. 
Owens Shoe Co. 


Pacific Slipper Co. 
Packard, M. A., Co. 
Panther-Panco Rubber Co. 
Paragon Slipper Co. 
Paramode Shoe Co. 
Paramount Slipper Co., Inc. 
Peerless Shoe Corp. 
Pfeiffer, Frank H., Co., Inc. 
Philco Shoe Co. 

Philips Shoe Mfg. Co. 
Phyllis Shoe Co. 

Pierce, C. S., Co. 

Pilling, John, Shoe Company 
Pilot Shoe Co. 

Plaistow Shoe Co. 
Plaut-Butler, Inc. 
Plymouth Rubber Co., Inc. 
Porter Shoe Co. 

Pre-Welt Shoe Co. 

Prime Shoe Co. 

Princely Products, Inc. 
Princess Shoe Co. 
Principal Shoe Co., Inc. 
Progress Shoe Co., Inc. 
Prouty-Chapman Shoe Co. 
Putterman Footwear Corp. 


Queen City Shoe Co. 
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Restful Footwear Co. 
Rosenberg Bros., Slipper Co. 
Richland Shoe Co. 

Robert Shoe Co. 

Rondeau, H. O., Shoe Co. 
Royal Shoe Co. 

Roth Shoe Mfg. Branch, The 
Roz-in-ize, Inc. 

Rubin Bros. Footwear, Inc. 
Ruth Shoe Co. 


Saco-Moc Shoe Corp. 
Salem Shoe Mfg. Co. 
Sandler, A., Co. 
Schawe-Gerwin Co., The 
Scholl Mfg. Co. 
Scholnick Shoe Co. 
Shelby Shoe Co. 
Sherman Bros. Mfg. Co. 
Shoe Form Co. 

(“Fairy Forms” ) 
Shoe Buyer, The 
Shoe & Leather Reporter 
Shoe Style Digest 
Shortell, M., & Son, Inc. 
Sibulkin, M., Shoe Co., Inc. 
Skinner, Wiliam, & Sons 
Smith, James $7 

erset Shoe Co. 

sone ewt.Wetee Sales Co.) 
South Berwick Shoe Co. 
Standard Footwear, Inc. 
Stedfast Rubber Co. 
Sterling Shoe Co. 
Stix-Altman-Weiner, Inc. 
Stone-Tarlow Co. 
Stoneham Footwear Co., Inc. 
Stritter Shoe Co. — 
Style-All- The- While 
Suffolk Shoe Co. 
Sulkis Shoe Co. 
Sullivan, P., Shoe Co. 
Supreme Shoe Mfg. Co. 
Surpass Shoe Co. 


Taylor, E. E., Corp. 
Tolman Print 

Tower Shoe Mfg. Corp. 
Triple Novelty Footwear 


Uneeda Slipper Co. 
Unique Shoe Co. 
United Last Co. — 
United Shoe Machinery Corp. 
Universal Shoe Corp. 
Universal Shoe Manufactur- 
ing Company 
(Men’s Division) 
Universal Shoe Manufactur- 
i ompan 
"0 euewe Division) 


Venus Shoe Mfg. Co. 
Viko Shoe Co. 
Virginia Shoe Co. 


Watson, C. V., Co. 

Wear Best Footwear, Inc. 
Webster Shoe Corp. 

Weekly Bulletin 

Werman, A., & Sons., Inc. 
William Shoe Co., Inc. 
Winchell Shoe Mfg. Co. 
Wise Shoe Co. 

Wolf, A. N., Shoe Co. 

Wolf Sons Co., The Sam B. 
Wolff-Tober Shoe Mfg. Co. 
Woodward & Wright Last Co. 


Young, H. M., Shoe Co. 


A NATIONAL MARKET 
All Grades—Ail Newest Fall Styles 
To Manufacturers: 
For Display Rooms—Wire 
New England Shoe and Leather Associa- 


* tion 
116 Essex Street 


Boston, Mass. 
To Buyers: 


For Reservation— 

Consult your local railroad agent about 
reduced rate 30-day or Summer Excursion 
Rate to Boston 
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No. 6801-3 Eeru, biye ican MANDALAY OXFORD 
No. 6800 ‘a 


E b No. 4300.9 White, red 
trim ru, brown trim No. 4303-N Navy 
No. 4300.3 White, b/ ue z 
trim 


lage 0. 4 rown 
NEW . : EXOTIC 
oF aN a 


No. 4301-8 Ecru, bro wn 
trim 


Sie SHUFFLE.SHUs 
want to be "standouts" | 
want sales, profits . . - and reputation for style 
leadership + + @ Style inspiration from the 
tropics... made Practical for Spectator sports 


- leisure , . - all vacation activities , . wa 
profit "Scoop" for alert dealers. 


-- WRITE OUR NEAREST BRANCH TODAY}.. 
CAMBRIDGE RUBBER Co, 


BOSTON—NEW YORK—CHICAGO_ sr. PAUL 
CAMBRIDGE RUBBER LTD. 
PRAYER SANDAL MONTREAL, e. >. . ee SE REMI, p, 9. 
No. 8106 Black-white No. 8109 Multi-colored 


j- Peal 
2. <7) | 


- "4 


-+» for women who 
-. for retailers who 


TRADE MARK 


j Masufasturers ang 

er aes PAN ae | distributors of a ¢om- 

ar ; qiekoor plete line of rubber 

’ welah and heats hg! 

TEMPLE TIE PAGAN HIVAMP <a and — gaiters 
No. 4500 All white No. 4503-N Navy Blue No. 4800 All white ~ . 

No. 4500-3 White, blue ‘ ite, No. 4801.8 Ecru, brown 
trim No. 4508 Brown trim trim 





FFOR the convenience of buyers attending the Boston 
Shoe Fair, June 1, 2 and 3, James H. Stone, secretary 
of the New England Shoe and Leather Association and 
manager of the Boston Shoe Fair, is having prepared 
a directory of exhibits. In this will be listed the names 
of the exhibitors, their classification (whether shoe 
manufacturer, wholesaler, tanner, etc.) and, in the 
case of manufacturers and wholesalers, the average 
prices at which their merchandise can be sold profit- 
ably at retail. Hence, if a merchant is interested in only 
one price range, he can quickly establish contact with 
those sources of supply with whom he wishes to do 
business. If he wishes to grade up from his present 
price level, the directory will tell him to what hotel 
to go, what firms’ to see and what the room numbers 


» 
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of those firms are. It will be a liberal education, more- 
over, in quality comparison. 

The Fair management, moreover, will have a parlor 
on the mezzanine floor of the Hotel Statler which will 
serve as information headquarters. 

In general charge of all features of the Fair is a 
small group of hard-working men—the Committee on 
Management, consisting of George A. Dempsey of the 
Farmington Shoe Co., who as president of the New 
England Shoe and Leather Association, is ex-officio 
chairman of the committee; Major Charles T. Cahill 
of the United Shoe Machinery Corporation, chairman; 
H. O. Rondeau, H. A. Rondeau Shoe Co.; Frank S. 
Shapiro, National Shoe Corporation; William E. 
Doyle, Doyle Shoe Co.; Louis H. Salvage, Louis H. 
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FOR BUYING 


66 F ; 
The shoe industry is at the crossroads,” writes a prominent mer- 


chant who plans to attend the Fair. And he’s one of thousands the 


country over who are eagerly seeking information as to which road 


to follow. Boston get-together to clarify style and price trend. 


Salvage Shoe Co.; Myer Saxe, Kesslen Shoe Co., and 
George Barkin, A. R. Hyde & Son’s Co. 

To these men, early this year, was assigned the job 
of planning a fair of such a nature as to attract the 
largest possible number of buyers and sellers. The 
registration is proof they have done their job well. 

The Boston Fair management looks for an unusually 
large attendance of merchants this year. Letters re- 
ceived by Manager Stone warrant this expectation. 
Some of these letters, citing the reasons why retailers 
are especially eager to come to Boston this year, are 
especially interesting. For example: 

“On May Day of this year, the shoe industry reached 
a point where two roads cross; hesitated there, trying 
to decide which path to follow—and has been hesi- 


JAMES H. STONE 


Manager 


CHARLES T. CAHILL 


Chairman 


tating ever since. Since then there has been at least 
one major trade get-together and a number of smaller 
ones which, while they have served to clarify the style 
trend for Fall, nevertheless have been productive of 
comparatively little forward buying. The hesitation is 
not caused by lack of style information but by lack of 
price conviction. 

“We might as well face the fact; and while we are 
about it, we might as well make up our minds that the 
price structure of today is strongly established—and 
that orders placed much later than June 1 stand a more 
than good chance of not being delivered in time for 
early Fall openings. 

“This is the reasoning which I followed in reaching 

[TURN TO PAGE 58, PLEASE] 


GEORGE BARKIN 


Committeeman 
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@ In the selection of her 
shoes — as in the choice of her 
clothes — she seeks the dis- 
tinctive quality that gives her 
absolute confidence in her ap- 


pearance. 


@ She demands that ap- 
peal of smartness — neatness 
— smoothness — in the toes of 
her shoes which means — Built 
with Celastic.” 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











H. 0. RONDEAU, Comm itTEEMAN 


a decision to attend the three-day Boston Shoe Fair 
this year.” 

This is the statement of a Mid-West merchant. Judg- 
ing by the requests for hotel accommodations which 
have been pouring into the office of the New England 
Shoe and Leather Association for more than a month, 
the same decision has been reached by more buyers 
than have ever before attended this annual event—to 
be held in the Hotel Statler, if you happen to have for- 
gotten it, on June 1, 2 and 3, with other large Boston 
hotels—The Copley Plaza and The Parker House— 
cooperating. 

And the number of exhibitors will exceed even the 
record 400 of last June, with manufacturers from the 
West as well as the East. 

Attention is centered this year on the Boston Shoe 
Fair, not only because it is the only Summer national 
event of its kind but because, coming in June instead 
of early in July, there is given the buyer an oppor- 
tunity to make an orderly, well-balanced selection of 
merchandise with assurance that deliveries will be 
made promptly—that there will be no last-minute rush 
of the kind experienced in other years when late de- 
liveries have meant lost sales and have spelt loss in- 
stead of profit during the early Autumn season. There 
will be ample time to compare style, quality and price 
during the three days of the show—to renew old ac- 
quaintances—to absorb the ideas which always are 
freely exchanged when shoemen gather, no matter 
where it is. 

This year’s Boston Shoe Fair has been widely adver- 
tised as “a strictly business show.” 

“No frills,” they tell you at headquarters, “just 


COMMITTEE on MANAGEMENT 


President, Georce A. Dempsey, Farmington Shoe Co., Dover, 
N. H., Chairman, Ex-officio. 


Cuarues T. Canttt, United Shoe Machinery Corp., Boston, 
Chairman. 


H. O. Ronpgau, H. O. Rondeau Shoe Co., Farmington, N. H. 
Frank S. SHapiro, National Shoe Corp., Marlboro, Mass. 
Wituiam E. Doyte, Doyle Shoe Co., Brockton, Mass. 


Georce Barkin, A. R. Hyde & Son’s Co., Cambridge, Mass. 





~ 


Louis H. Satvace, Louis H. Salvage Shoe Co., Manchester, 
N. H. 


Myer Saxe, Kesslen Shoe Co., Kennebunk, Me. 






sample rooms filled with shoes of every grade and all 
of them the best in their grades. And don’t forget the 
exhibits of leather, materials and other accessories.” 

Placed on the rack, however, they break down and 
confess that they have heard rumors of a golf tourna- 
ment to be staged on June 1, the first day of the show. 
This has been one of the highlights of the Boston Shoe 
Fair for many years and this year will be no exception. 
The tournament, held under the auspices of the Boston 
Boot and Shoe Club, is being arranged for by Co- 
Chairman Frank C. Donovan, of the Boston leather 
firm of F. C. Donovan, Inc., and Louis H. Salvage, 
well-known Manchester, N. H., manufacturer. 

This year’s tournament will be played over the 
course of the Pine Brook Valley Country Club in 
Weston, Mass., about a forty-minute auto ride from the 
Hotel Statler. This is one of the most beautiful of 
all the many fine courses for which Eastern Massa- 
chusetts is noted and will be entirely new to many 
merchants who have been accustomed to competing 
for prizes on one of the South Shore courses. Prizes 
hung up for this tournament, all of them donated by 
exhibitors and other members of the allied trades, will 
be numerous, as usual, and that they will be well worth- 
while going after needs no telling to the man who has 
ever won one or watched a friend win. 

Getting back to the more serious side of life for a 
moment, buyers who are planning to attend are urged 
to take advantage of the special Summer reduced rail- 
road rates. Those interested in this saving should 
inquire of their local ticket agent for either a 30-day 
reduced rate ticket or a ticket sold at what is known as 
the regular Summer tourist rate. 
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NEW AND POPULARAJMEN’S LEATHERS 


by alae 


DUCKBAK | SK) GRAIN 


WATERPROOF STURDY FOR FALL SHOES 





THESE LEATHERS IN SMART STYLES BEING SHOWN IN THE BETTER GRADE LINES FOR 
FALL. ASK TO SEE THEM. SHOES COURTESY RACINE SHOE MFG. CO., RACINE, WISCONSIN 


/ , 
(a SI & if ould) 
WAttHES bt On Egy bls, 
a, f Keg 


GUTMANN SCOMPANY 


CHICAGO 





~ 
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Active in Planning for 
Boston Shoe Fair 


Doeskin ... 2. 
66 Last, Round 


Toe, 
21/8 Continental 
Heel 


As Above Only 16/8 
Cuban Heel 

152323 White 
odd ... 2.35 
33 Last, Round 

16/8 Cuban Heel 

AAA to C Widths 

FRANK S. SHAPIRO WILLIAM E. DOYLE 
Vice-President and Committeeman 

Committeeman 








IN-STOCK 
B2313 White 


Patent .. 2. 
Blue 


2.35 
Linen ... 2. 
33 Last, Round 
16/8 Cuban Heel ‘ 
A and B ar 
F. C. DONOVAN 


Co-Chairman Golf 
Committee 


Ue a 


IN-STOCK 
MULTICOLORED 
FABRIC 


WHITE PATENT 
TRIM AND 
HEEL 

B3370—21/8 
High Heel.. 2.10 
B3371—16/8 
Cuban Heel 2.10 Ce 
AA and B Widths 19) sts 
1 pg OR, MEYER SAXE LOUIS: H. SALVAGE 
Committeeman Committeeman and Co- 
Chairman Golf Committee 


FFOR many weeks committees representative of New 
England Shoe and Leather Association, Boston Boot 
and Shoe Club, Boston Shoe Travelers and other or- 
ganized groups of the New England industry have been 
busily engaged in the planning, preparation and pro- 
motion that precedes the Boston Shoe Fair. As a result 
of their efforts, retailers and others attending the Fair 
will find interesting activities to absorb their time and 
add to the interest and enjoyment of their visit to the 
Hub, June 1, 2 and 3. 
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CHAIRLES 


CUSHMAN 
(SPECIALTIES 


€ 


OUTSTANDING 


IN THE POPULAR 
PRICED FIELD 


* 
PRESENT 
FOR FALL 


Latest Styles In 


J 


SPECTATORS anpb 


SPORTS 
x * 


MODERN MISS 
JUNIOR DEB 
Kik 


AT 
BOSTON SHOE FAIR 
ROOM 5!5 STATLER AND 
BOSTON OFFICE 179 LINCOLN ST. 
IN ATTENDANCE 
ROBERT H. ADAMS 


CHANDLER F. BEARCE 
GEO. K. BURNS 


Cd 


CHARLES CUSHMAN CO. 


AUBURN 
MAINE 


* 


179 LINCOLN ST. 
BOSTON 


615 MARBRIDGE BLDG. 
NEW YORK 





To Buyers "in the Know", the name Hazzard means “most for 
the money" in men's shoes—whether the market is going up or 
down. Hazzard and Emerson lines for Fall provide the utmost 
in value in reasonably priced lines that are styled to sell. 


RIDING and 
| , FIELD MEN'S 
BOOTS WOMEN’S 


Hazzard Boots have been a standard of 
value for years. Six styles are carried 
In-Stock. Send for Price List. 


*F ... *10 


AT RETAIL 





COWBOY 

BOOTS 
The dude ranch and the range are steady 
users of Hazzard high heel Cowboy Boots. 


Stocked in all black, all brown and two- 
tone. C and D. Price List on request. 


$g 00 


A 
RETAIL 


We also make a com- 
lete line of men's and 
women's Jodhpurs and 
Jodgores, and women's 
and boys' Cowboy 
Boots and Shoes and 
men's Engineer Boots. 


P. HAZZARD CO. 
AUGUSTA, ME. 





BOSTON SALESROOM, 119 LINCOLN ST. 
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nul INEJPNENLE | Boston Shoe Trade 


Preference for Evans quality has grown 
for almost one hundred years. 1936 
was the biggest Evans Slipper year ever. 
This year will be even greater. Your 
sales efforts will be backed by the most 
extensive advertising campaign ever 
used to help you sell Evans Slippers. 
The Saturday Evening Post and Esquire 
will feature many of the handsome and 
appealing Evans styles. People in your 
own town read these magazines and 
will be influenced by this advertising. 


Send for the Evans catalog of 79 in- 
stock styles—the most complete in-stock 
service in men’s slippers. 


Padded soles from 
Turn soles from 


$1.50 up 
$1.85 up 


L. B. Evans’ Son Co., Wakefield, Mass. 


FEATURED ABOVE 
STYLE 1446 . . Black Satin-Kid 
Opera—Leather Sole and Heel 


See the Evans display at the 
BOSTON SHOW 
Room 407, HOTEL STATLER 


* ; * 
Evans 

Si iP Ph eS 
ED pt pute bo the batt nllad Sipps 














Golf Tournament 


First Match of the Season to Be 
Held in Connection With Bos- 
ton Shoe Fair With Visiting 
Shoe Buyers as Guests 


Boston.—The Boston Boot and Shoe 
Club will lend its cooperation in a 
social way to make the week of the 
Boston Shoe Fair a success for visiting 
shoe buyers who will be in that city 
for that occasion, by again conducting 
a golf tournament for their pleasure 
and entertainment. The tournament 
will be held at the Pine Brook Valley 
Country Club, Weston, on Tuesday, 
June 1. 

President E. L. Wyman has ap- 
pointed a special committee represen- 
tative of all branches of the shoe and 
leather and allied trades to manage the 
tournament, which will be under the 
joint chairmanship of F. C. Donovan, 
the well known Boston leather mer- 
chant acting for that trade, and Louis 
H. Salvage, of Manchester, N. H., a 
popular shoe manufacturer represent- 
ing that branch of the industry. 

The Pine Brook Valley Country Club, 
Weston, Mass., can justly boast of hav- 
ing one of the most beautiful and 
pleasant golf courses to play of any 
in Massachusetts. Among the members 
of the club are a number of prominent 
shoe and leather men. The club is 
within easy motoring distance of 
Boston. 

As in past years, there will be many 
beautiful prizes, donated by members 
of the trade, for the visiting buyers 
to shoot for, while additional prizes will 
be given to other classifications of play. 

All members of the trade are cordial- 
ly invited to participate in this event, 
which is looked forward to annually 
as one of the outstanding good fellow- 
ship events of the Summer season. 
Firms desiring to contribute prizes, as 
has been the custom in past years, are 
invited to send their subscription to 
F. C. Donovan, c/o F. C. Donovan, Inc., 
192 South Street, Boston. 


Canadian Shoe Imports Grow 


MONTREAL, CANADA—Canada’s im- 
port of leather footwear during the 
fiscal year ended March approached 
the million dollar mark, the value be- 
ing $999,000, as compared with $893,- 
750 a year ago, the Dominion Bureau 
of Statistics reports. Canadian-made 
leather footwear was expected to the 
value of $568,000 during the year in 
comparison with $350,000. 





FLEX-EASE 
PUMPS 


In Stock 





1023—Genuine White sail-cloth 
1015—Genuine White Kid 
102iI—Grey Gabardine 
1019—Blue Gabardine 
1020—Black Gabardine 
1018—Brown Gabardine 
1005—Brown Kid 
1002—Black Brazilian Kid 
1000—Lawrence Black Patent 
Leather 
1022—Red Earth Gabardine 


AAAA—6 
A—5 


C—2'2 to9 


$9.15 


TERMS:  5%-10-4%-30 
Net 60 d: 


Less than {2 ore. net. 
Less than 2 prs. net plus. 
25¢ per pair extra 











Copley Plaza 
Hotel During 
Boston Show 


Steadily, the demand for FLEX-EASE Pumps 
increases—mostly from retailers who use 
them. They find FLEX-EASE Pumps fit a 
higher percentage—that they're flexible, 
because of the modern latex lasted forepart, 
and their leather innersoles. Orders for 
FLEX-EASE are shipped promptly—resulting 
in a fast-turning stock and small investment. 


FREDERICK 


SHOE COMPANY 
Derry, N. H. 
855 Marbridge Bid., New York 


* 
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R. I. Retailers Plan 
Local Organization 


PROVIDENCE, R. I.—Cooperating with 
the National Shoe Retailers Association, 
shoe retailers are launching a State- 
wide movement to organize retailers 
into a local council. 

The State organization is in charge 
of Frank E. Ballou, veteran shoe re- 
tailer, who has for many years been 
active in the national association, hold- 
ing a number of offices. 

The city council is under the direc- 
tion of George E. Peirce, Jr., Thos. F. 
Peirce & Son, well-known shoe retailers. 

The membership drive was started 
April 26 and will continue for one week, 
during which Mr. Ballou and Peirce 
hope to interest as near a 100 per cent 
membership as possible. 

This State has had no retail shoe or- 
ganization since the Rhode Island Asso- 
ciation ceased active work about five 
or six years ago. At that time Mr. Bal- 
lou and Mr. Peirce were active workers 
and officials of the organization. 


Richards Store Sold 


SEATTLE, WASH.—The Richards Shoe 
Store, one of the exclusive “university” 
shoe stores in the embellished setup at. 
4514 University Way, close to the col- 
lege campus of the coeducational Uni- 
versity of Washington, has been re- 
cently sold to Albin Berg and Philip W. 
Berg, father and son, of Tacoma, Wash., 
who are making their new homes in the 
collegiate center. In restocking the 
large shoe store, they are adding lines 
of Florsheim men’s shoes, Rhythm Step 
Shoes for women, and Kedette Sport 
Shoes. 

Following his graduation from the 
local university in 1930, Philip Berg 
joined his father in the shoe business 
in Tacoma. Now he is bringing his 
father back to familiar scenes he trod 
while attending the “U” in the twelve- 
million-dollar retail belt close to the 
campus. The Berg family has been re- 
tailers of footwear in Tacoma since 
1898, and recently disposed of their 
shoe store in that city to come to the 
Sound’s metropolis and join the coterie 
of shoe stores that are clustered close 
to the big “U.” 


New Family Shoe Store 


ELMHuRsT, ILL.—Con Spyrison, who 
has just celebrated his 12th anniversary 
in business in the National Shoe Store 
in Maywood, IIl., has just opened a new 
family store at 160 York Street in this 
outlying Chicago suburb. It will be 
known as Spyrison’s, Inc., and Ernest, 
his son, is manager. Ernest was until 
recently manager of Mr. Spyrison’s 
children’s shoe store, Youthful Shoes, 
Inc., in Oak Park. His brother Tom is 
now in charge of the Oak Park store. 
The Elmhurst store is completely mod- 
ern in every detail. It has a modernis- 
tic front of blue cararra glass, chro- 
mium seats in the interior, done in 
robin’s egg blue. 











~ 
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FOR SECURE ANCHORAGE 


Strength and rigidity in shank construction and in wood heel 
attaching are as important to good shoemaking as a proper 
foundation and secure anchorage are to the building of bridges. 


Based upon sound principles, Unishank and permanent G/C 
Wood Heel Screw combine to promote security in the finished shoe 


These thoroughly tested methods add strength, durability, and 
comfort to the shoe throughout its life. 


G/T 
UNISHANK 
INSOLE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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DISTINCTIVE 
BEAUTY and 
PRACTICALITY 


These established lines of smartly-styled, See the New 
AIR-TRED 


e : AIR-POISE 
well-rounded proposition that is a proven STYLES 
profit producer. Check AIR-TRED and “a 


Boston Show 


AIR-POISE shoes at every point: lasts, pat- Hotel Statler 
oom 


terns, air-cushion tread, materials, prices, Parker House 
Room 264 


profit-margin, advertising cooperation, before June 1-2-3 


feature-construction shoes offer the retailer a 


you commit yourself on a trade-marked line. 
If you take this sensible precaution, we feel 
confident you will choose AIR-TRED and 
AIR-POISE. 


AULT-WILLIAMSON 


SHOE COMPANY 
AUBURN .. MAINE 














A “Builder-Upper”’ 
of Value 
in Low Priee Shoes 


i & shoes where manufacturing economies 
are needed to meet a price, Durakalf is 
the outstanding vamp and quarter lining. It 
has superb beauty and great durability. 


Demand Durakalf 





UFSTA insures better shoes. If they are 

stayed with Tufsta, the original non- 
fray, non-woven reinforcing material, at 
every point of strain, they’l) stand up better 
for a longer time. 


TUF STA DOUBLER gives to light leathers 


the velvety look and feel of heavier 
leathers of finer grade. 


OATED TUFSTA DOUBLER is the 


outstanding combination underlay and 


plumper. 


INSIST UPON TUFSTA! 


RESPRO Ine. 


Cranston, Rhode Island, U.S.A. 
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Prosperity in New England 


EEMPLOYMENT and payroll statistics covering opera- 
tions in the tanning industry as well as the shoe indus- 
try of Massachusetts, and gathered by the Statistical 
Department of the New England Shoe and Leather 
Association, paint a picture of prosperity. 

The Massachusetts shoe industry employed approxi- 
mately 47,400 workers during March, at an estimated 
weekly payroll of $1,016,000, according to the asso- 
ciation’s analysis of the indexes of the Massachusetts 
Department of Labor and Industries, representing in- 
creases of 7 and 42.1 per cent respectively over March, 
1936. The average weekly earnings in this industry 
during March, 1937, amounted to $21.72. 

The Massachusetts leather industry employed ap- 
proximately 11,200 workers during February, a gain 
of 10 per cent over the same month a year ago, and 
paid out in weekly payrolls about $289,000, a gain 
of 23 per cent over a year ago. Average weekly earn- 
ings in this industry during March amounted to $26.11. 

The shoe industry employed approximately 218,300 
workers in March, at an estimated weekly payroll of 
$3,984,000, according to this Association’s analysis of 
the U. S. Department of Labor’s statistics. This rep- 
resents minor increases of 1 per cent in employment 
and payrolls over February, while as compared to 
March, 1936, there were 17,400 more shoe workers 
employed this year in our industry and the estimated 
weekly payroll was larger by over $866,000. 

The leather industry employed approximately 54,- 
100 workers during March, or about 2,000 more 
workers: than were employed in March, 1936. The 
estimated weekly payroll during March of this year 


| totaled $1,411,000. 


Total United States shoe production in March of 
45,803,218 pairs, as recently reported by the U. S. 
Bureau of the Census, is the largest output for any 
one month in the history of the shoe industry! As 
compared to the revised production figures for Feb- 
ruary of 39,362,473 pairs, it represents a gain of 16 
per cent, and its gain over March, 1937, amounted to 
10,971,542 pairs, or no less than 31.5 per cent. This 
completed the ninth consecutive month of record-break- 
ing shoe production levels in our industry. 

The largest gains in leather footwear that were made 
over March a year ago were 38 per cent for men’s 
work shoes, and 35 per cent each for men’s dress and 
boys’ and youths’ shoes. Women’s shoes showed a gain 
of 13 per cent for this period, and misses’ and chil- 
dren’s one of 20 per cent. 

The extraordinary gains of 431 and 397 per cent 
for part-leather-fabric and all-fabric shoes are largely 
erroneous because the two sets of figures are not com- 
parable due to a recent revision in the Census reports. 
This caused more shoes to be classified in these two 
categories than were done a year ago, with the result 
that they have gained. 
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STYLE BY 
BONA- 
ALLEN 
; ; STYLES BY 


CONRAD 


who want heels that are as 


SERVICEABLE 
as they are: GOOD LOOKING --- 


Beneath the sleek surface of Panco Sta-Tite 
Heels is a revolutionary method of rubber 
heel construction which accounts for the 
longer wear—tighter fit—greater resiliency 
for which these heels are noted. Manufac- 
turers who equip their lines with Panco 
Sta-Tite heels, and retailers who specify 
them, are delivering to wearers unequalled 
rubber heel service. 


PANTHER PANCO CO. 


CHELSEA, MASS. 


r- 


WIRE SCREEN “\\) 


U.S. Pat. No. 1,998,988 
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many a retailer 
many a manufacturer 


has gotten out of the rain 


with 


NORTHWESTERN’S 


ELKO 


AND 


RUSSIDE 


KEEP COSTS DOWN AND GOOD LOOKS UP! 


A good thing to remember 
in detailing your Fall lines! 


NORTHWESTERN 


LEATHER COMPANY TRUST 
BOSTON 
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THE WHOLE: MARKET, 
IS 


BUZZING AROUND 





Cai shoe leather, the latest and greatest achievement of “Lastex,” The 
Miracle Yarn, was the sensation of the Fall Opening of the Shoe Fashion Guild at the 
Hotel Biltmore, New York City, May 3-5, 1937. Sponsored by makers of America’s 
finest footwear, this revolutionary new material was shown in models that aroused the 


keenest interest among the hundreds of manufacturers and retail buyers who attended. 


WHAT IT IS 


—— shoe leather is made possible by a new use of “Lastex” yarn, but it is 
genuine leather nevertheless. Ordinary skins are treated chet tically to restore the natural 
elasticity they possess when they are Nature’s covering for animals. This elasticity is 
then regulated and made permanent by a backing of finely woven fabric, made with 
“‘Lastex” yarn. The resulting elasticity of the material so constructed is permanent. 
The stretch is controlled trom five to fifty per cent, as desired. There is no distortion 
of surface. This is the simplest explanation of a remarkable invention whose results 
actually must be seen to be believed. Naturally the new material gives fit and comfort 
hitherto unattainable with any shoe material. It will be presented for Fall by a group of 
the most famous shoemakers in America. Retail shoe buyers may get their names by 
writing on store stationery to Alfred Vamos*, 450 Marbridge Building, New York City, 


or to the address at the bottom of this advertisement. 


*The new elastic shoe leather and all shoe materials made with 


“Lastex”’ yarn are distributed to the trade by Alfred Vamos. 


THE MIRACLE YARN THAT MAKES THINGS FIT 
iG. U.S, PAT. OFF. 


Rubber Products, Inc., 1790 Broadway, New York City 








Decorations Courtesy Paris 
Exposition Committee 


PARIS 
Stages Her 
BIG SHOW... 


THE great Paris Exppsition of 1937 is scheduled to 
open its doors to the public May 25. Among its many 
modern palaces, sprung up over night along the 
borders of the Seine, is the imposing Pavillon de la 
Parure. 

Thts massive structure will house the fashions—the 
frocks, the hats, the furs, the footwear, Perfumes and 
the “mode masculine” will also shelter under its roof. 
It is all too early, at the moment of this writing, to 
pin down authoritative persons to detailed statements 
of plans. Only the décors are settled, and in a gen- 
eral way. 

For instance, for the display of costumes, a series of 
winding allées have been devised, leading to an open 
garden. This garden forms the setting for interesting 
statuary, not nudes, but snow-white statues clothed in 
ultra modern style, in silks, satins, lamés, brocades, 
and all the other paraphernalia of the fashionably 
frocked. An atelier of sculptors have worked out sil- 







The straight silhouette in a suit 
from Lucile Paray. 


Below—The shorter-in-front silhouette for 
evening in a dress with lace 
flowers from France-vramant. 















Mildred Adams 


houettes, among them reclining figures, along lines not 
Venus de Milo’s but definitely of today. 

Furs also will be displayed in an outdoor setting, 
condacting the visitor from the Pole to Peru, the sable 
to the chinchilla. New dyes for furs, worked out ac- 
cording to new technique, will give to this display, 
French sponsors say, “unprecedented aspects.” 
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Popuiar models from the Midseason * 
collection which wili be wern at the |no 
Exposition. ne 
L LL. 

- 
L- yy 
Chanel uses large round collars of = 


pique with buttons to match. 


Worth beige wool topcoat 

typical of the redingote sil- \t->a-+ 

houette that dominates in ‘—~ 
coats. 


I 


by 





ALICE MAXWELL APPO 


PARIS Editor 


The millinery section, Groupe de la Mode, plan to 
exploit a different color each month of the Exposition, 
as well as different materials and trimmings. For the 
opening month it is thought the accented color will be 
red, from its darkest shades up to the palest pinks. 

As for footwear displays, only an outline is avail- 
able now, but this shows a space of 700 meters set 
[TURN TO PAGE 119, PLEASE] 
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The new Diamond Brand 
Aluminum Fast Color Eyelets 


have many points of superiority. 
Chief among them are: 
@ ALUMINUM BASE 
CELLULOID TOPS 
FAST COLOR 
ROLL SETTING 
@ NON-RUSTING 
@ DURABILITY AND 
DISTINCTIVE APPEARANCE 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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After all is said and done: 





Give careful consideration to the bot- 
toms of your shoe stock. Rock Oak sole 
leather is tanned scientifically from the 
best steer hides. It gives longer and 


more comfortable wear. 


Latest shoe creations step up in style 
when built on sturdy Rock Oak soles. 


For faster moving shoe stock specify 
Rock Oak in your next order to your 


manufacturers. 


“ 
Those attending the Mid- a Inquiries from shoe re- 
West Shoe Fair, held in Cin- tailers welcomed. Quality 
cinnati June 6-7-8 are in- d d th ki 
vited to visit our Cincinnati oe os oe ae 
plant at Kenner & Dalton 
Aves.—— next door to the 
Union Terminal. 


C) 


THE AMERICAN OAK [LEATHER COMPANY 


Cincinnati Chicago St. Louis Boston 








THE REASONS — 


STYLE, QUALITY, COMFORT 


| Moto) a 5 4-1-3 t= ab co) ib t-00 U-boat We of 1h aol -\-i dal-be 
Krippendorf has ever built .. . beauty 
unsurpassed at any price; quality that 
wears long and keeps its shape; exclusive 
| Mole b ate) ole) al Ores aabadc) aambd-t-habba-\ nd atcha aat-0.c:) 
ox: paak-bal-bah MS oOl-b alo l-eaE-baloUll of E-b'al-> aloto) a-t-mrop al 
your cash register. See Foot Rests for 
fall; learn all the facts about the valu- 

able 


this fast-selling, 


oat bakod ob i-{-MEB do) a 





popular price shoe. 


4-Spot Comfort 


RIPLEY 





STILL MORE ADVERTISING 


Season after season the rising tide of 
Foot Rest advertisements piles up addi- 
sb Uobat-¥GE-t-¥C-\-MEESY-01-b alos a-t-taibaat-let-t Ab at-t-ie al-36 0 
EY-90 Ma akoYo} ai a4 1-} 4-0 Lom AO) 0) samol bt-) 10) 001 :) oa 
AV Soke ROU - Him @Lolole ME w Koh bU-1-3:¢-1-Sobb ate ME sE-6 a 0l-b at 
Bazaar, Ladies’ Home Journal, McCall’s 
IW) FeYo toV Ab at: HMA’) Kop agt-baUt- Mme w Kop cat: Orobaahol-bablos al 
)-Caat-botot-baMmsfolbbaat- take ae \ LP ba-sbale Mme \/ fo} a-ME-Toe 
vertisements for fall than ever before, 
insuring even faster turnover. Plan now 


to get your share of Foot Rest profits. 
PP 7 


FLEXOR 


a 


Cm 





B-1696— White kid, perforated 
through vamp, Joy last, 17/8 
Cuban, AAA to C. Stock, $4.10 


Krippendorf 
FOOT REST 


SHOE 


B-1711— White kid. perforated 
through, Ritz last, 16/8 Cuban 
heel, AAAA to C. In stock, $4.10 


7 chs, ceduces 10 x nae B-1573—White kid, perforated 
the footchelps balance ine body. through, Ritz last, 15/8 Cuban 
heel, AAAA to C. In stock, $4.10 





every Krippendorf Shoe ts a Sewed Shoe 


pid L 
Shoe Tinn Ost akehbabet-45 0Unshbbal-MloMmU an balc MEcENSY-T-) 


foKob aah 0} (-ha- Ws Moloh a ad-1-3 as bb al-We bab dole} ant 


718 and 720, Netherland Plaza Hotel. 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO 




















| 
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ELCOME 


MIDWEST 
SHOE RETAILERS 


JUNE 6-7-8 
CINCINNATI, OHIO 





SEE OUR DISPLAY OF HUG-TITE 
AND CINDERELLA SHOES FOR WOMEN 


HUG-TITE 


‘““SHOES THAT STAND OUT IN THE CROWD” 


CINDERELLA 


‘““RELAX THE ARCH » « REFRESH THE BODY” 


VISIT OUR SHOWROOMS 
312 VINE STREET 


ASK ABOUT OUR SPECIAL AGENCY PROPOSITION 


THE CHARLES MEIS SHOE MFG. CO. 


CINC CINNATI 


OHIO 
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THE GATEWAY TO THE 
FALL SHOE MARKETS 


CINCINNATI, for fifty years or 
more, has been one of the out- 
standing women’s shoe centers in 
the United States. This city has 
been known nationally for certain 
types of women’s shoes. The more 
staple, the orthopedic, the walking 
type and the semi-dress types have 
made it one of great importance to 
leading shoe stores throughout the 
country. In fact, there is no shoe 
city in the entire United States 
which has more factories in its 
immediate vicinity catering to the 
women of this country who demand 
the so-called “walking type” shoes. 

From 1865 to 1921, the fame of 


1937 


a. 


CINCINNATI Sets New PACE for PROGRESS 


Tenth Annual Convention of The Ohio Shoe Retailers’? Association 


Cincinnati shoes was unquestioned. 
Leading stores throughout the na- 
tion profitably bought and proudly 
displayed shoes from the Southern 
Ohio city. Few were the merchants 
whose businesses were built upon 
quality footwear that did not han- 
dle a Cincinnati line. 

Then came the strike of 1922, 
which crippled the industry for 
nine months and had a terrible 
after-effect in that many of the fac- 
tories moved out of town. Those 
that remained were handicapped by 
unfavorable labor conditions. 

Many years passed before this 
situation had righted itself. But 


HOSTS TO THE TRADE IN 


through aggressive management and 
careful planning on the part of the 
city’s manufacturers, this district 
once more is moving forward to- 
ward its position of prominence in 
relation to other shoe-making cen- 
ters. Statistics now show that be- 
ginning in 1932, production of 
women’s shoes in the Cincinnati 
area began to climb and is still 
climbing steadily. In that year, the 
Cincinnati district had 16 concerns 
operating 20 plants with a total 
daily production of 21,000 pairs. 
By the Fall of 1936, the district 
had 17 concerns operating 21 plants 
with an aggregate daily production 
of 40,000 pairs—almost 100 per 
cent gain. Possibly no other area 
in the shoe industry has experi- 
enced such a remarkable come-back. 
Furthermore, this rate of expansion 
is showing no signs of diminishing 
in 1937. Production plans at pres- 
ent completed and in the making 
point to the largest output of wo- 

[TURN TO PAGE 81, PLEASE] 


JUNE, 


Executive Group, reading left to right: 
George Dohrman, treasurer, Irwin Shoe 
Co.; Edward C. Horn, secretary, Rollman 
& Sons Co., also president of the Ohio 
Shoe Retailers Association; Ted Orr, vice- 
chairman, Potter Shoe Company; Frank J. 
Weber, chairman, Miller Shoe Company 








Cineinnati 


~ 
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1937 








Invites Ali Shoe Men To The 





A ROSTER 





A 


Acme Shoe Mfg. Co. 


Clarksville, Tenn. 


Altman Bros., 
Cincinnati, Ohio 


Andrew Geller Shoe Mfg. Co., 
Brooklyn, N. Y. 
D. Armstrong Shoe Co., 
Rochester, N.Y. 
Athletic Shoe Co., 
Chicago, i. 


Ault-Williamson Shoe Co., 
Auburn, Me., 


Baris Shoe Co., 
New York City 


Bellaire Shoe Co., 
Ypsilanti, Mich. 


Belle Meade Shoe Co., 


Nashville, Tenn. 


Belleville Shoe Mfg. Co., 
Beitevilte, Wh. 


OF EXHIBITORS AND SAMPLE ROOMS 


1226 


717 


707 


708 


1236 


923, 925 


837 





Big K Shoe Mfg. Co., 


Cincinnati, O. 


Big K Shoe Mfg. Co., 


918 


Cincinnati, O. 920 
Blue Ribbon Shoemakers, 

St. Louis, Mo. 611 
Walter Booth Shoe Co., 

Milwaukee, Wis. 1134 
Brauer Brothers, 

St. Louis, Mo. 1424 
Brauer Brothers, 

St. Louis, Mo. 1430 
Wm. Brooks Shoe Co., 

Nelsonville, O. 1114 
Brown Shoe Co., 

St. Louis, Mo. 1007, 1009 

Cc 

Carlisle Shoe Co., 

Carlisle, Pa. 605 
Central Shoe Co., 

St. Louis, Mo. 911 
Central Shoe Co.. 

St. Louis, Mo. 915 


W. C. Clayton Printing Co., 
St. Louis, Mo. 





Conformal Footwear Co., 
t. Louis, Mo. 


J. M. Connell Shae Co, 


S. Braintree, Mass. 830 
Consolidated Sli Cor 
onsolida ipper € _ Pp» oF ia 
Consolidated Shoe Corp., 
Cincinnati, oO. 704 
Curtis- Stephens: Embry Co., 
Reading, Pa. 607 
Curtis Shoe Co., Inc., 
Mariboro, Mass. 1202 
D 
Dainty Maid Sli , Inc., 
Re eaticips, 1. V- 1142 
Walker T. Dickerson Co., 
Columbus, Ohio 711 
Doerman Shoe Mie. Co., 
Milwaukee, Wis. 907, 909 
Dunn & McCarthy, 
Auburn, N.Y. 714, 716 
E 
Edgewood Shoe Factories, 
Atlanta, Ga. 917 
J. Edwards & Co., 
Philadelphia, Pa. 834 


John Ennis & Co., 
Brooklyn, N.Y. 
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Midwest Shoe Fair, June 6-7-3 


Ephrata Shoe Co., 
Ephrata, Pa. 


Everett & Barron Co., 
Providence, R. |. 


Excelsior Shoes, Inc., 
Portsmouth, O. 


Fern Shoe Co., 
New York City 


Florsheim Shoe Co. 


Chicago, III. 
C. P. Ford Co., 
Rochester, N. Y. 


Forest Park Shoe Co., 
St. Louis, Mo. 


Freeman Shoe Co., 
Beloit, Wisc. 


617 

901, 903 
807, 809 
1402 


842 


it 


Fargo Hallowell Shoe Co., 
Chicago, III. 
Feder Gregg, 
Cincinnati, O. 


Frank Shoe Mfg. Co., 
Milwaukee, Wisc. 


G 

Gale Shoe Mfg. Co., 

N. Adams, Mass. 
Garside Shoe Co., 

Long Island City, N.Y. 721 
Gerberich-Payne, 

Mt. Joy, Pa. 612 
Gilbert Shoe Co., 

Thunsville, Wisc. 609 
H. C. Goodman Shoe Co., 


Columbus, O. 1014, 1016 


' CINCINNATI— 
the Courageous, in High Water or Low 


Gray Bros., 
Syracuse, N. Y. 715 


Great Northern Shoe Co., 
1411, 1115 


Gregory Read Shoe Co., 
Lynn, Mass. 614 
Green Shoe Mfg. Co., 
Boston, Mass. 
Grossman Shoe Co., 
Parkersburg, W. Va. 


1135, 1137 
910, 912 


J. Heilbrunn & Sons, 
Rochester, N. Y. 


[CONTINUED ON PAGE 89] 


Ohio River Mural in the Union 
Station, Cincinnati 
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THE PLEDGE IS KEPT! Again the makers of Red Cross Shoes 


keep faith with thousands of loyal dealers—with millions of American 











women. Proof of Red Cross Shoe leadership in style, fit and quality 
is the brilliant Fall line now being shown. Proof of Red Cross Shoe 
leadership in value is the announcement that the price and the 
quality of these nationally famous shoes will remain unchanged. 


THE UNITED STATES SHOE CORPORATION e CINCINNATI 


MAKERS OF 


RED GROSS SHOES 


e WHEN YOU COME TO CINCINNATI — to the Mid-West Shoe Fair — be sure to visit the 
Red Cross Shoe Cincinnati factory—one of the largest and most modern shoe factories in America. 
See the Red Cross Shoe display at Hotel Netherland Plaza, Room 722 
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Cincinnati 
Sets New Pace 


[CONTINUED FROM PAGE 77] 


men’s shoes in the history of this 
district for the current year. 
Cincinnati shoe manufacturers 
have given liberally of their time, 
effort and financial support in co- 
operating with the officers of the 
Ohio Valley Shoe Retailers Asso- 
ciation in preparation for the sec- 
ond annual Midwest Shoe Fair. 
Virtually every shoe manufacturer 
in the city is represented on one 
of the Fair committees. The same 
is true of the men in the leather 
and findings trades serving Cincin- 
nati. In fact, everyone in the 
Queen City who has an interest in 
shoes is doing his job in helping 
promote the Fair. It is thus a cer- 
tainty that this second edition of 
the Midwest Shoe Fair will stand 
out as the industry’s major trade 
event in the Fall buying season. 
The general program for con- 
vention activities is as follows: 


Sunday, June 6, 1937: 
The convention opens officially 


1937 


on June’6 and the entire day and 
evening will be left open in order 
to permit the buyers to visit the 
various sample rooms. 


Monday, June 7, 1937: 


There will be a luncheon on 
Monday at which various speakers 
will discuss the problems of the 
shoe retailers. This luncheon will 
he devoted solely to the business of 
the Ohio Shoe Retailers Associa- 
tion. 

There has also been called for 
Monday, June 7, a meeting of the 
officers and directors of the Ohio 
Shoe Retailers Association and this 


William Newbold, chairman of the en- 
tertainment and style show committee 
of the Mid-west Shoe Fair, expressing 
his ideas to the Balke Sisters, who are 
putting on the show in the Hall of Mir- 
rors at the Hotel Netherland Plaza. Ira 
Longini, publicity chairman, and Tom 
Kilcrease, a member of Newbold’s com- 


mittee, are also interested listeners. 


OHIO BEAUTIES TO BE IN THE 
PARADE OF FALL FASHION 


meeting will be devoted to laying 
out plans for future activities. 

On Monday evening an elaborate 
banquet and style show will be 
held. At the style show trained 
models will parade, displaying the 
various manufacturers’ new shoe 
styles on a specially built runway. 
This will take place in the Hall 
of Mirrors at the Netherland Plaza 
Hotel where last year 1200 people 
crowded in to see the show. Ta- 
bles averaging a seating capacity 
of eight to ten people will surround 
the runway and the stage effects will 
be very novel. 
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SMARTLY STYLED SHOES. 


Fall lines on display at the Netherland Plaza Hotel, Cincinnati, June 6, 7, 8. 
CINCINNATI, OHIO 


PLAUT-BUTLER, INC. 








A NEW AND MODERN SOURCE OF SUPPLY FOR 





It is our business to give shoe manu- 
facturers a reliable pattern service 
season after season. 


—e —— 


We salute Cincinnati's shoe men for 
their splendid work in staging the 
Midwest Shoe Fair. 


PREMIER PATTERN CoO. 
229 E. 6th St. CINCINNATI, O. 














~ 
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TO OUR MANY FRIENDS 
AND CUSTOMERS: 





It will be a pleasure to welcome you to 
our display Rooms 918-920, Netherland 
Plaza, June 6th to 8th inclusive, where our 
new and progressive lines of 1937 patterns 
of Foot Rejuvenator shoes for women and 
Relax slippers for men will be on display. 


SHOE MFG. CQO. 


Cincinnati, Ohio 


_Mf 


THE BIG ‘“K” 


Sage W. Fourth St. 











“Don’t fail to see our long line 
of low heel sport shoes at the 


Netherland Plaza, June 6-7-8 “’ 


SCHAWE-GERWIN COMPANY 
CINCINNATI 
John C. Pinkerton 


OHIO 
Harrison L. Gates 














Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, III. 











“babies and infants,” comprises the re- 












Big K Shoe Co. 
Expands Production 


CINCINNATI, OHI0O—Harry Kirchan- 
blatt, president of the Big K Shoe 
Manufacturing Co., Cincinnati, an- 
nounces that they recently have taken 
additional floor space and greatly ex- 
panded their production in order to 
meet the demands of their trade. 

At a recent sales conference, Big K 
announced a new and higher grade line 
in addition to their regular line. Sales- 
men are now in their respective terri- 
tories. 

















Canadian Production 


Shows Increase 


MONTREAL, CANADA — Leather foot- 
wear manufactured in Canada during 
the month of March, 1937, amounted to 
2,387,124 pairs, an increase over the 
preceding month of 457,624 pairs or 24 
per cent, and an increase over March, 
1936, of 276,526 pairs or 13 per cent. 
Footwear made in sizes for women rep- 
resents 47 per cent of the total output 
and in sizes for men, 30 per cent.“ Foot- 
wear classified as for “boys and girls,” 
“for misses and children” and for 








maining 22 per cent. 
For the three months ended March 


81, the production totaled 5,798,641 
pairs, compared with a total of 5,459,- 
797 pairs for the corresponding period 
of 1936. 


Gilette Joins 
Arenz Shoe Co. 

CHIPPEWA FALLS, Wis. — William 
Gilette, formerly with the Rice Shoe 


Co. here, has joined the sales force 
ef the Arenz Shoe Co. 
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TREDMOR LAST 
For wide, spready feet with rotating 


irae eae ~~ TO BRIGHTEN YOUR PICTURE! 
MILLER MUSKETEERS 


"Only line of its kind in two hemis- 
pheres" 


WHO? 


The Miller Shoe Co., Cincinnati, longtime 
builders of women's HEALTH shoes that are 
CORRECT! 


L 
haa WHAT? 


The Miller Musketeers, defenders of foot health—three 
basic lasts and styles of Health Shoes that will never be 
STOCK No. 899 changed in style or construction. 


HEALTH LAST 


The highest arch low heeled shoe in 

existence. Controls foot ti d 

clenaotien Sor Garnet feet | Gangtnets. WHY ? 
These three lasts — "FIT," "FEEL," 
"FORTITUDE" — see illustrations — 
because most acceptable to Miller 
dealers since they exemplify the fit- 


ting qualities of the entire Miller 
O-thopedic Line. 


WHEN? 


Now is the time for your "New 
Year's Resolution" —to carry these 
three fundamental styles in all sizes 
and widths—size up every week—let 
these three lasts (a) answer all con- 
sumer demands; (b) prove a perma- 
nent defense against lost sales; 
(c) ward off competitor attacks; 
(d) give you the LONG PROFIT to 
which you, as a dealer in foot health, 
STOCK No. 2821 are entitled. 


ORTHOPEDIC LAST 
A straight inside line last that is not 
an inflare. This last will accept ‘most 
every kind of mechanical correction. 


MIDWEST SHOE FAIR 


JUNE 6-7-8 
Netherland Plaza 
Room 712 
Cincinnati 


roe MILLER SHOE co. 


ORTHOPEDIC DIRECTION OF ALBERT E.RLINHICHT 


CcCincinna+grtti, OwtTOa 





STYLE 





STAGE settings for the style show 
at the Midwest Shoe Fair will con- 
sist of two sandal type shoes in bril- 
liant crystal coloring, the dimen- 
sions of which will be ten by twelve 
feet each. The models displaying 
will walk between these two large 
shoes. Velvet draperies will also 
form a rich background. 

There will also be presented on 
the stage seven acts of the very 
highest grade which will include 
dancers, singers, and other types 
of entertainment. 

There will also be present a 
famous band known as the “Ken- 
tucky Cardinals” who will play 
during the entertainment and also 
afterwards in the Netherland Plaza 
Hotel night club which is known 
as the Pavillon Caprice until the 
early hours of the morning. 


Tuesday, June 8: 

Tuesday the day will be left 
open to permit the buyers to visit 
the sample rooms without interrup- 
tion. 

Tuesday evening the Cincinnati 
Shoe Men’s Association will invite 
anybody so desiring to come to 
their Summer home on the Ohio 
River at a very nominal charge to 
enjoy a pleasant evening of lunch 
and famous Cincinnati beer as they 
did last year. 


- nN 


Steps down the Ohio Runway 


General Cincinnati Information: 

Greater Cincinnati has a new 
club called the Beverly Hills Night 
Club which has just opened and 
which is the last word in night 
clubs. 

Cincinnati’s large and _interest- 
ing Zoo will be open to visitors. 

All visiting buyers are to be 
encouraged to register free of 
charge and we believe that interest 
in this direction will be encouraged 
by the prize that is to be offered. 


OFFICERS AND DIRECTORS OF 


THE OHIO SHOE RETAILERS 
ASSOCIATION, 1937 


Officers: President: E. C. Horn, 
Cincinnati, Ohio; honorary _presi- 
dent: John Schwarz, Cincinnati, 
Ohio; vice-president: Fred Abbott, 
Newark, Ohio; treasurer: George 
Bunn, Salem, Ohio; secretary: C. 
E. Dittmer, Columbus, Ohio. 


Directors: Clarence Faflik, 
Cleveland, Ohio; Cleve C. Hall, 
Youngstown, Ohio; Robert Vestal, 
Elyria, Ohio; Joseph M. Ryan, Co- 
lumbus, Ohio; B. A. Roller, Ash- 
tabula, Ohio; Ralph Taylor, Co- 
lumbus, Ohio; R. H. Kertscher, 
Ravenna, Ohio; H. T. Siegenthaler, 
Mansfield, Ohio; Homer Waddell, 
Marion, Ohio; L. H. Mersman, 
Cincinnati, Ohio; George Dohrman, 
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Cincinnati, Ohio; Kenneth Craw- 
ford, Lima, Ohio; Willard Kyle, 
Middletown, Ohio; Charles Tag- 
gart, Portsmouth, Ohio; Ben Kes- 
sen, Cincinnati, Ohio; Larry Mc- 
Dal, Cleveland, Ohio; Phil 
Fleischer, Canton, Ohio; Louis Os- 
trov, Akron, Ohio. 


COMMITTEES FOR THE MID. 
WEST SHOE FAIR OF 1937 
Chairman, Frank J. Weber; vice- 

chairman, Ted Orr; secretary, E. 

C. Horn; treasurer, George Dohr- 

man. 

Entertainment and Style Show: 
William Newbold, chairman; Gene 
Held, Tom Kilcrease, Joe Stern, 
F. X. O’Brien, Edw. Horwitz, Bob 
Gerwin. 

Registration: Henry Momper, 
chairman; R. G. Nunn, Al Schloe- 
mer, 

Finance: George Dohrman, chair- 
man; Leo Mersman, John Schwartz, 
Ted Orr, Howard Frohman. 

Program: Harry Lasky, chair- 
man; Sylvan Loeb, M. Bremer. 

Publicity: Ira Longini, chair- 
man; Julian Marks, J. Schmenk, 
L. C. Beutel, J. Turner, R. Ryan, 
E. Horn, H. Momper. 

Reception: Gene Held, chair- 
man; Ed Koob, Ben Gardner, Ben 
Kessen, Ed Bankemper. 
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he. COMBINATION LST} PROVEN SUCCESSES 
It is our privilege to ace oad 
wo complete lines of satisfying 
serve shoe manu- pe pcg 
facturers in the Cin- without the aid of ballyhoo. 
cinnati area with IN RIGHT STYLES 
wood heels accu- Keyed to popular fashion, Arch 


Triumph and Graceful Arch shoes 


rately made and give wearers real style-pleasure. 
carefully covered. IN STOCK for QUICK DELIVERY 


Fill-ins from stock are shipped promptly on receipt of order. 
6 Minimize your inventory. We carry your reserve stock. 


WRITE FOR CATALOG OF COMPLETE LINE 


The L. V. Marks & Sons Company 
CINCINNATI, OHIO 


DELANEY WOOD HEEL CoO. 
4015 CHERRY ST. CINCINNATI 0. 

















ral tan tl aie 


pun 4 


D 


CORRECT POSTURE 


AIR CUSHIONED 


The new fall line of Pleasure-Tred shoes meets 


a definite demand for smart, lightweight foot- 
wear with corrective features. In richness of 


materials, expertness of craftsmanship and ex- 


| ON DISPLAY | auisiteness of design the new Pleasure-Tred 


WETWERLAND PLAZA | styles excel any line you have ever seen in a 


; Leg rye comparable price range. At $4.00 retail 
PLEASURE - TREDS . 922-924 Pleasure-Treds represent the utmost in shoe 
are sewed by Littleway é , r ‘ 
Sechesitel peecsen, the tatat de- , value—the biggest dollar-for-dollar offering in 
velopment in sewed shoes. They have the new — shoes for the feminine foot. Pleasure-Treds are made in Cin- 
Uni-shank construction that holds the heel and cinnati by workers accustomed to making only high-type foot- 
upper in original shape. They are air cushioned ij als 
tai tneel end moletneael, eteuring, extreme etenfart. wear. Thus they possess the mark of quality characteristic of 
A new extended innersole supports the arch. They truly fine shoes. 


carry first quality No. 1 scratch outsoles with nat- 
ural wax finish, Spaulding fibre counters, celastic OUR LARGE IN-STOCK DEPARTMENT WILL SERVE YOU INSTANTLY 


box toes, Kralex innersole and a strong sprung THE LONGINI SHOE MEG. co. 


steel shank tested up to three hundred pounds 


dead weight. 1401 CENTRAL PARKWAY CINCINNATI, 0. 























Isn’t that enough proof that shoes need 
Stormwelt? Over 2 million pairs of shoes 
were weatherproofed last year with Genuine 
STORMWELT. Those 2 million pairs were called 
on during one day out of every three to dem- 
onstrate and prove their superiority. Storm. 
WELT proved itself. And this year, thus far, 
more Stormwelt weatherproofed shoes have 


been made than ever before. Smart manu- 


oe vec TORMIW ELT 


in 1936 — one day in every three had wet pavements * 


~ 
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NATIONALLY ADVERTISED 
in 


eS 


facturers and retailers are making full use 
of Barbour Stormwelt — They know men 
hate to wear rubbers. They know of the 
trend toward weatherproof shoes and they 
know of all the extra value Genuine Barbour 
Stormwelt puts in shoes. Stormwelt is a per- 
fect selling point—%INCLUDE IT IN YOUR SHOES! 


*There were 131 days in 1936 with over 1/100 
inch of precipitation — Boston Weather 
Bureau tabulation. 


See Stormwelt throughout the BOSTON SHOW — and 
at the Barbour Display — Room 438, Hotel Statler. 


BARBOUR WELTING CO., BROCKTON, MASSACHUSETTS 





T APPLIER 


SOLE 
STITCHER 


SOLE LAY EF OPENER 


an 


CHANNEL LAYER — 





~ 
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This beautiful grain is so employed on the 
leather that it assists the stylist and cutter in 
producing smart, identical and economical pat- 
terns. As usual, and characteristic of Ohio’s 
Calf Creations, it has more than style. It has 
the rich color, comfort, shape-holding features. 
And, so natural is the grain, also the lustrous 
finish as developed by Ohio's technicians, it 
accurately duplicates the genuine. Comes in all 
popular colors. Sure to add beauty to the fall 
style picture and sweeten your turn-over. Sam- 
ples of this and other embossed grains will be 


sent on request. 


| Z, : o o | . 





A COMPLETE SERVICE IN FINE CALF LEATHERS © THE OHIO co 


BY OHIO 
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Invites All Shoe Men 


Roster of Exhibitors and 
Sample Rooms 


[CONTINUED FROM PAGE 79] 


Company City 
Heywood Boot & Shoe Co., 
Worcester, Mass. 
Hoge- Montgomery Shoe Co., 
Frankfort, Ky. 


Huth & James Shoe Co., 
Milwaukee, Wisc. 


940 


810, 812 


| 
Ideal Shoe Mfg. Co., 
Milwaukeg, Wisc. 


Independent Shoe Co., 
St. Louis, Mo. 


Irving Drew Co., 
Portsmouth, Ohio 


J 
J. B. Shoe Co., Las 
Cincinnati, Ohio 


James Shoe Mfg. Co 


Milwaukee, Wisc. 


906 


1410, 1412 


Jarman Shoe Co. 


‘Nashville, Tenn. 839 


Johansen Bros. Shoe Co., 

St. Louis, Mo. 
Johnson-Stephens & Shinkle, 

St. Louis, Mo. 
Julian & Kokenge, ; 

Columbus, Ohio 


Juvenile Shoe Corp., 
St. Louis, Mo. 


K 
Geo. E. Keith Co., 


Brockton, Mass. 
1037, 1039, 1041 


Knight-Slipper Mfg. Corp., 
Brooklyn, N. Y. 


Kozy Komfort Shoe Co., 


Mundelein, Ii. 


A. S. Kreider Shoe Co 


Annville, Pa. 


A. S. Kreider Shoe Mfg. Co., 
Elizabethtown, Pa. 


The Krippendorf- Dittman Co., 
Cincinnati, Ohio 


1139 
810, 812 
826 

942 


718, 720 


L 


Laird Schober Co., Inc. 


hiladetphia, Pa. 


Lieberman Shoe Mfg. Co., 
Brooklyn, N. Y. 


Lloyd Shoe Co., 
Ripley, Ohio 


Dr. Locke Juvenile Footwear, 


Loeb Shoe Co., 
Cincinnati, O. 


Longini Shoe Co., 
Cincinnati, O. 


Lorraine Shoe Co. 


Manning-Gibbs Shoe Co., 
Worcester, Mass. 
Marshall, Meadows & 


Stewart, Inc., 
Auburn, N. Y. 1407, 1409 


[CONTINUED ON PAGE 90] 
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STEP-ELATOR STAN... 


and am | primed with a profit idea’ 


Something new, exciting to talk 
about — Step-Elators—three-point 
protection. 

Now you can fit a man with Ped- 
win Step-Elator Shoes that fairly 
radiate style; yet carry down in- 
side,.genuine foot comfort that 
can be seen and felt. 


THEY WIN YOUR FEET 
A HAPPY LANDING IN EVERY STEP 


Let the United Man 
tell you the complete 
Story of how the ex- 
clusive Step-Elator 
Franchise allows a 
liberal co-operative 
advertising plan. 


UNITED SHOE MFG. 


Once a customer feels these soft, 
soothing Step-Elator cushions on 
duty under his heel, arch, meta- 
tarsal—once he puts day and 
night mileage on these magic 
eliminators of foot weariness, 
you'll have a perpetual profit pa- 
tron—a vigorous booster for Ped- 
win Step-Elators. Here’s a dra- 
matic shoe feature that can’t fail 
to create interest—sales, profits. 
Be sure to get the whole story. 





You'll give this 
customer 
A REFUND 
AN ADJUSTMENT 


A NEW PAIR 


but 
she'll still be a 
DISSATISFIED 
CUSTOMER 


* 


This couldn’t happen if 
your manufacturer used 


BREASTLOCK 


TRADE - MARK 





~ 
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CINCINNATI 
Invites All Shoe Men 
Roster of Exhibitors and 


Sample Rooms 


[CONTINUED FROM PAGE 89] 


Company City 


L. V. Marks & Sons, 
Cincinnati, O. 
Fred A. Mayer Shoe Co., 
Milwaukee, Wisc. 
Mayer-Martha Washington 
Shoe Co. 


Milwaukee, Wisc. 
Chas. Meis Shoe Co., 

Cincinnati, O. 
Mendle Printing Co., 

St. Louis, Mo. 
Melanson Shoe Co., 
Brewer, Me. 
H. W. Merriam Shoe Co., 

Baltimore, Md. 


1. Miller Shoe Co., 


816 


706 


1406 
1036 


811, 815 


Long Island City, N. Y. 701 


Milius Shoe Co. 
Miller Shoe Co. 


"St. Louis, Mo. 


y Cincinnati, O. 


P. W. Minor & Son, Inc., 
Batavia, N. Y. 


Morse & Mollow Shoe Co., 
Manchester, N. H. 


Morton Last Co., 
Cincinnati, O. 


Moulton, Bartley, Inc., 


t. Louis, Mo. 


Moulton, Bartley, Inc., 


D. Myers & Son, 
Baltimore, Md. 


N 


Natural Bridge Shoemakers, 
Lynchburg, Va. 


Nature Footwear, 

Brewer, Me. 
Neo Ped, Inc., 

Jersey City, N. J. 
Nunn Bush Shoe Co 


Milwaukee, Wisc. 


M. A. Packard Co., 
Brockton, Mass. 


Palter De Liso, Inc., 
New York City 


pen pee OG N.Y. 


Paramount Shoe Co., 
St. Louis, Mo. 


Peacock Shoe Co., 
St. Louis, Mo. 
P ley 
re St. Louis, Mo. 
atin oO. 


Pi Tobi 
Brooklyn, N. Y. 
Plaut-Butler, Inc., 
Cincinnati, Ohio 
R 


“Racine, Wisc. 


Racine Shoe Co 
S. Raugh & Co. 


” New York City 


1228, 1230 
712 

1011, 1015 
1411, 1415 
1018 

1205 
1211, 1215 


1136 

602 

1141 
1210, 1212 
613 


719 





UNRETOUCHED 
PHOTOGRAPH 


of the shoe being returned 
by the customer at 


the left 


2, 


On this shoe, actually worn 
less than one week, the sole 
is broken completely across 

’ the lip of the heel . . . This 
spells trouble, expense and 
lost or dissatisfied customers 
» . . It can’t happen if your 
shoes have 


BREASTLOCK 


TRADE - MARK 


HEELS 
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THIS new KIND 
OF HEEL 


© eliminates breaking of 
sole at lip of heel... 


@ prevents heel from 
kicking under or kick- 
ing back... 


@ strengthens the shank 


© makes possible straight 
front “Cuban” heels 
as high as wanted. 


SPECIFY 


BREASTLOCK 


TRADE - MARK 


HEELS 





CINCINNATI 
Invites All Shoe Men 


Roster of Exhibitors and 
Sample Rooms 


[CONTINUED FROM PAGE 90] 


Company City Room 


E. P. Reed & Co., 

Rochester, N. Y. 
Rice O’Neill Shoe Co., 

St. Louis, Mo. 


Richland Shoe Co., 
Nashville, Tenn. 


Ss 
Samuels Shoe Co., 
St. Louis, Mo. 702 


Schawe-Gerwin Co., 
Cincinnati, O. 916 


The Selby Shoe Co., 

Portsmouth, O. 620 
C. B. Slater, 

S. Braintree, Mass. 1010, 1012 
j. P. Smith Shoe Co., 


Chicago, III. 1124 


The Stetson Shoe Co., 
S. Weymouth, Mass. 1001, 1003 


Stix-Altman-Weiner, 
Norwood, Ohio 936 


T 


J. Thompson Shoe Co., Inc., 


New York City 1107, 1109 


Tupper, Inc., ~ 


Chicago, III. 1110, 1112 


Tweedie Footwear Corp., 
Jefferson City, Mo. 1414 


U 


United Last Company 
Boston, Mass. 


United States Shoe Corp., 
Cincinnati, O. 


Unity Shoemakers, 


Haverhill, Mass. 


Vv 


Valley Shoe Co., 
St. Louis, Mo. 


Vulcan Corp., 
Portsmouth, Ohio 


1401, 1403 


Walkin Shoe Co., 
Schuylkill Haven, Pa. 710 


A. G. Walton Shoe Co., 


Chelsea, Mass. 


Wear-Ever Shoe & Slipper 
Corp., 


820, 822 


S. Norwalk, Conn. 828 


Shoe, 
hast o Tanwauien; Wisc. 1042 


Wiley-Bickford Sweet Corp. 
Worcester, Mass. 1002 


Willits Shoe Co., 
Halifax, Pa. 1023 


Wohl Shoe Co., ; 
St. Louis, Mo. 941 


Wolff-Tober Shoe Mfg. Co., 
St. Louis, Mo. 


E. T. Wright & Co., 
Rockland, Mass. 1416 


935, 937 


J. S. Zulick & Co., 
Orwigsburg, Pa. 





EXTRA COST 


on most shoes* you can get 
the heel 
many 


which eliminates 
customer complaints 
and refunds — greatly im- 
proves the value of your 
shoes—gives you new talking 


points. 


SPECIFY 


BREASTLOCK 


TRADE - MARK 


HEELS 


made by 


F. W. MEARS HEEL CO. 
140 Federal St., BOSTON 


Factories at Lawrence, Mass.; Conway, N. H.; 
Auburn, N. Y.; Columbus, O.; St. Louis, Mo. 


Affiliated: Dominion Heel Co. 
Montreal and Quebec, P. 9. 


*Exceptions are shoes of single sole construction. 











~ 
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Plus Features mean Plus P rofits in 


GOODRICH Sport Shoes 


MADE BY XTRULOCK MOLDED PROCESS 






OODRICH follows the policy of find- 

ing out what features people want in 
canvas shoes—then answering every de- 
mand. No wonder Goodrich Sport Shoes 
break retail sales and profit records! 

The Goodrich Xtrulock Molded Process 
completely answers the consumer demand 
for canvas shoes which give longer wear, ¢: 
and which will not chafe the feet or wear 
out stockings. There are mo seams or stitches 
in Goodrich Sport Shoes, made by this pat- 
ented process. Molded in one solid piece, 
they help prevent blistering, and by actual 
wear tests they have been proven to ge 
be most economical. —». 

Plus features like these, in 
the complete Goodrich line - 
of rubber and canvas git 
footwear, mean in- — 
creased sales for you! 


is werent’? 
Pe 
. 
yt tes 
aie Sandals in smart 


styles and gay colors. 




















































B. F. GOODRICH COMPANY 
Footwear Division 
_ Watertown, Mass. 
Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; 
Chicago, IIl.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; 
Denver, Col.; Detroit, Mich.; Kansas City, Mo.; Los 
Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; 
| New York, N. Y.; Philadelphia, Pa.; Pittsburgh, Pa.; 
Providence, R. 1.; St. Louis, Mo.; Salt Lake City, Utah; 
San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 





Dress Galoshes 
of rubber and 
cloth. 
























Heavy-d: te 
pooner 
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are a real 


test wt 


Lies 1» HMO. 


City streets are sweltering, sticky, hard to walk on 
during the summer months, yet millions of young 
men and women must cross them every day. It is the 
real test of leather in action —a test McNeely passes 
superbly, with the gentle coolness of kid and the re- 
silient strength of this fine tannage. 


She Wears a J & J Slater pump with raised 
vamp, of McNeely Marine Blue Kid No. 88. 


He Wears a Thompson Brothers shoe in the 
rich McNeely Custom Brown Kid for town, No. 19. 


MCNEELY DIVISION 


ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 








Page 94 


for 1937 
» LEATHER and padded soles. 
» STYLES, colors and patterns in 


Fine leathers, 
and shearling 


wide variety. 
crepes, satins 
woolskins. 


» COMPLETE showing of men’s, 
women’s and children’s slippers, 
bowling shoes and the nation- 


ally famous PMc, traveling 


slippers. 
» SUPERIOR quality, fitting and 


construction. 


» IN-STOCK department. 


» PRICED to retail from $1.50 to 
$5.00. 


» NEW CATALOG available 


completely covering the entire 
slipper line. Ask us for “Volume 
37”. We'll be happy to mail 


you one. 


» OUR SALESMEN are out, and 
on the way to you. It will be 
to your interest to wait for them. 


Swan Suoe Company 


2100 AIKEN STREET 
BALTIMORE, MARYLAND 


hs a 
ierannsa se or bise et 





oeatr 
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Independent Stores Still Lead 


[CONTINUED FROM PAGE 36] 


as the Bureau of the Census has 
not collected such information. 

“A retail shoe store is classified 
as such by the Bureau of the Cen- 
sus when over half of its volume 
of sales is derived from the sales 
of shoes.” 


In December, 1936, Boot AND SHOE 
RECORDER published an estimate of 
$843,434,962, as a close approxima- 
tion of the total shoe sales for 1935 
in the United States based on all avail- 
able figures from various sources. 

Using this total shoe sales figure as 
a basis and applying it to the chain 
and retail store ratios published in the 
Census Bureau’s Retail Volume IV, 
the ratio would seem to be 40.5 per 
cent by chains and mail order houses, 
and 59.5 per cent by independent shoe 
stores and shoe departments as well as 
the various types of stores listed in 
the accompanying chart. In this projec- 
tion the totals are as follows: 


Estimated Chain and Mail Order Sales 
$342,014,605 or 40.5 per cent. 

Estimated Independent Shoe Stores and 
Shoe Department Sales $501,420,357 or 59.5 
per cent. 





Estimated total 1935 Shoe Sales in all 
stores $853,434,962 or 100 per cent. 


Referring back to the 1935 chain 
store sales given in the Census Bu- 
reau’s Retail Volume IV, we have the 
total of $255,564,000. The TOTAL shoe 
sales for 1935 are not $511,399,000, 
but approximately $843,434,962. 


In 1935 chain operation in stores 
and departments and mail order 
houses combined was 40.5 per 
cent of the retail shoe business in 
the United States. And, 

In 1935, independent shoe stores 
and independently store owned de- 
partments did 59.5 per cent of the 
total retail shoe business in this 
country. 


While 1935 saw a decrease of 359 in- 
dependent shoe stores, total sales by 
independents advanced $24,357,000. 
With an increase of 564 chain stores in 
the same period, $59,315,000 gain is 
recorded. The independents who 
weathered the depression storm were 
in a stronger position than for a num- 
ber of years. 


With improving conditions, the 
percentage of business gained 
definitely favored the independent 
store strong enough to have come 
through the depression. 


All geographical regions and all 
states showed a percentage of increase 
over 1933. The Pacific Coast region 
recorded the greatest increase with 
83.9 per cent, followed by the Mountain 
States, which registered 30.5 per cent. 
The smallest increase was registered 


in the Mid-Atlantic section whose 1935 
sales volume was 15.4 per cent greater 
than it was in 1933. 

Twenty-eight states and the District 
of Columbia showed an increase in the 
number of stores in 1935, 17 states 
showed a decrease and three states re- 
tained the same number. However, 
sales in all states and the District of 
Columbia showed an increase in 1935 
over 1933, ranging from 4 per cent in 
Colorado to 175.6 per cent in New 
Mexico. Sales in the latter state were 
greater in 19385 than they were in 
1929, an increase of 33.9 per cent over 
that year. 

The average sales per store in dol- 
lars decreased 32.2 per cent from 1929 
to 1933, but increased 19.6 per cent in 
1935 over the 1933 figures. Five geo- 
graphical divisions were above the 
1935 average for the United States, 
four were below, the Mountain States 
coming closest to the average. 

The continuing improvement in con- 
ditions since 1935 has materially bene- 
fited the independent store that ap- 
preciated its position as a_ service 
station for shoes and feet. At present, 
the well run independent store has 
every opportunity to forge ahead by 
rendering those services which will 
make the individual store outstanding 
in comparison with ALL COMPETI- 
TORS—not merely chain stores. 

General chain store bulletins frankly 
admit a customer return to indepen- 
dent stores in all lines of business. We 
quote from one of them, “Individu- 
ally-owned stores are increasing sales 
more rapidly than chains, just as they 
lost them faster during the depression 
when consumers were searching out 
every possible economy.” 

In general, chains gained during 
1929-1933, in all lines, up 5.4 per cent 
to 25.4 per cent—“But between 1933 
and 1935 the percentage eased quietly 
back down.” 

Since the numerical increase of 
chains recorded in 1935 brought com- 
paratively less business increase than 
was gained by fewer independent shoe 
stores, and the dollar trend is to the 
independent, the only conclusion that 
one can reach is that which has been 
stated. There is a place of success for 
the independent store that renders ser- 
vices demanding skill and experience 
and justifies the measure of price and 
profit commensurate with real service 
and good shoes. 


Smith with Dodge 
& Davis Store 


Sparta, Wis.—Ray Smith, formerly 
employed by the Hopper Shoe Store in 
Jacksonville, Ill., has been engaged as 
chief clerk in the shoe department of 
the Dodge & Davis store here. Arthur: 
Hemp is proprietor of the local store. 
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J. EINSTEIN, INC. 


announce their appointment in the 


United States and Canada 


as exelusive distributors of 


BAYER BROTHERS LEATHER COMPANY, INC. 


TANNERS OF 


Genuine Reptilian Leathers 
Genuine Seal Skins 
Buffalo Calf 


J. EINSTEIN, INC. 
ONE PARK AVENUE 
NEW YORK CITY 


BOSTON CINCINNATI ST. LOUIS 
MONTREAL, CANADA 
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6 REASONS WHY SUMMER 
MONTHS ARE PROFITABLE! 


Daniel Green dealers are on the right road. Not 
only do they sell a nationally advertised name,— 
a name women actually ask for,—but the slippers 
and sandals at the merchant's command are con- 
tinually in the very height of profitable fashion. 


Typical are the six numbers pictured here. They 
have been styled with an open eye to what women 
will want. They have been made to give excellent 
wear and the maximum of ease. They are being 
ordered by dealers who know they will get repeat 
business on the strength of this summer line. Truly, 
they present an extremely profitable outlook for 
the warm months ahead. 








(1) 70307—A satin mule 
with either gold kid or sil- 
ver kid vamp trim and 
solid back strap. Stocked 
in AAA to B widths in 
Black and White. Price 
$2.85. 


(3) 70243—The Lollabye 
with open toe, made of 
Japanese Tapestry, 16/8 
heel. Stocked in AAA to 
B widths. Price $3.15. 


70251—Same in plain 
satin. Stocked in AAA to 
B widths in Black and in 
White. Price $3.30. 


(5) 20902 — Women's 
Craftsman Sandal. C 
width only. Made of 
cotton print. Also avail- 
able in Palm Beach cloth 
in five different patterns 
and of pigskin in pastels 
and in dark shades. Price 
$2.70. 


(2) 80990—Sandal with 
16/8 heel, made of white 
kid and black patent 
leather combined. Made 
in AAA to B widths 
in Patent leather with 
white kid trim and white 
kid with patent leather 
trim. Price $4.35. 


(4) 70245—The Adore. 
Open-side D’Orsay made 
of Japanese Tapestry, 
16/8 heel, AAA to B 
widths. Price $2.65. 


70239—Same in plain 
satin. Stocked in AAA to 
B widths in Black and in 


White. Price $2.55: 


(6) 24901—Men'sCrafts- 
man Sandal, made -of 
Palm Beach cloth in five 
different patterns. D 
width only. Also avail- 
able in Scotch Plaids, 
calf and pigskin. The 
pigskin number is carried 
in stock. Price $2.95. 


THE DANIEL GREEN CO. 


DOLGEVILLE, NEW YORK 


Sales Offices: 


NEW YORK 


CHICAGO 


BOSTON 
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Lge on prices the great 
men = to ao ny for their Nu-Matic Shoe 
ible, 1 less, correctly cushion the foot, 








Arch- ieee arcent oronerty a rope a weak arch and 

omforts the normal foot. yal repeat customers are o 

actural result. C of men's and women's scientific 

patented Nu-Matics sent on request. Beware of imitations. 
Nu-Matie Shoes are Union Made 


SALESMEN: CHOICE TERRITORIES OPEN 


Exelusively manufactured by Rohn Nu-Matic Shoe 
Mfg. Company, 512 W. Florida St.. Milwaukee, Wis. 


ARE YOUR PACKAGES 
“HIGH BUTTONED” 


A bundle tied with string is as out-of-date 
and unsatisfactory as high buttoned shoes. 
Customers are quick to notice a well- 
visibie t meer ” os a groomed package — a modern package — 

iotul selling feature, art turned out by a National Package Sealer. 
3 They appreciate its trim neatness. It brings 
them back to buy again. 


|p : In addition to toning package appearance, 

Ky iH IL / [ [1° / / / il [ LC a National Package Sealer cuts one-third 

. from the clerk’s unprofitable wrapping 

: time. It gives him opportunity to display 

C U S H | 0 N E D S H 0 ES other items with his hands free. Extra 
sales make National Package Sealers profit- 


gatherers for more than three quarters of 
a million merchants — including thousands 
B U Y T H i S B 0 0 K in the shoe trade. Put one on the job and 
watch it prove its worth. 
Quick Help for Shoe Retailers TAPAK — For the same reason food prod- 
. nib ; 
This is the first and only book of its kind; an en- io pectead tm the potented Tapets container 
cyclopedia of practicable, workable ideas for the alert, (orange color). Each coilisindividually pro. 
experienced merchant. Not a theory in the book—all tected by moisture-proof paper. You receive 


“rock bottom” facts... . It is NOT just another shoe end can keep it as fresh os the day it was 


made. ... Yardage, and 
book, but offers the shoe merchant the best ideas from cama Mea wae tees orencne 


almost the entire — field for instant adaptation printed is adivertising at very small cost. 
to his requirements. . 


“2222 RET AILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all ‘‘meat,” it is ten 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 


Ideas for Shoe ae Display, Stock-keeping 
Advertising Idea 
e, Discount ~~ Gift Ideas 

Unusual and Miscellaneous Ideas 
Management and aid Ideas 
| ek nem “me a as - 

mployer- lo leas 
Ideas That Ma Se Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Togethe: 
Ideas to Attract Children 
Cash, Credit and Collection Ideas 

Anniversar Sale Ideas 

Summer Ideas 


39 Chapters Spr vim ‘Consent Ideas 


337 P ailin st_Ideas , Ee = 
00 Beli Da ke NASHUA PACKAGE SEALING CQ. wasus, ww. 


$300 Hosiery Ideas cece cece 
post. [] Send National Sealer on Trial. []Circular [) Representative 


Please — 2222 ideas, seven for a cent; one used 
mit with more than pays for the book FIRM 


order 
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Summer Shoes Now Step Forward 





Sandals, White Shoes and Gay Colors Claim Place in Promotion 
as Warm Weather Season Gets Early Start 


SUMMER shoe promotion started 
early this year. New York stores were 
featuring white footwear and brightly 
colored Summer specialties as early as 
May 10, and ads on Summer shoes were 
beginning to make their appearance in 
newspapers, not only in the West and 
Scuth, but in important retail centers 
the country over. The prevalence of 
sandals and sandal types, including 
the many open toe and open heel pat- 
terns, contributed, no doubt, to the 
early interest in Summer styles, and 














Sandals loom large on the Summer 
horizon. This ad features all kinds, 
for every occasion. 


retailers were eager to stimulate May 
selling by showing their customers 
shoes that were new and different. 

Indications point to a very large 
volume of Summer business on the 
open types of shoes and the various 
sandals and specialties, both in whites 
end colors. Reports from the South and 
Southwest indicate a tremendous sea- 
son in whites, and never have the 
stores of those sections done a better 
job in promoting them. Retailers, this 
season have been buying newspaper 
space on a generous scale, and the 
ads are not only attractive and inter- 
esting, but they tell a real story of the 
prevailing trends in styles, colors and 
materials. 

“The season for whites is here,” an- 
nounced A. Harris & Co. of Dallas, 
in an unusually attractive white shoe 
advertisement that filled a space three 
columns wide and the depth of the page 
of the Sunday paper in which it ap- 

“And never have we seen such 
exciting interpretations of the mode as 


Junior League now presents for you. 
Casual shoes, all of them, with a defi- 
nitely 1937 outlook on life . . . distinc- 
tive shoes, too, suitable for wear about 
town and in resort. We've sketched 
nine to typify our exclusive collec- 
tions.” The shoes illustrated included 
porthole and perforated sandals, per- 
forated sandals, step-ins and strap pat- 
terns in both leathers and fabrics. 

“Enter Whites” was the caption of 
another large space white shoe ad, 
used by the New Utica of Des Moines, 
Iowa, and illustrating ten attractive 
Summer styles which were designated 
as “the shoes that blossom with the 
first warm sun.” Developing this line 
of argument, the ad said: “With the 
first good warm day you'll be wanting 
white shoes to lighten up your dark 
dresses. Nothing adds a more refresh- 
ing touch to dark town clothes.” 


From Now Qn, It’s Whites 


“From Now On, It’s White Shoes and 
Bags,” says Innes Shoe Company of 
Los Angeles in an unusually attractive 
advertisement. “Summerize your cos- 
tumes with white accessories. There’s 
nothing smarter under the Summer 
sun than Innes’ white shoes and bags, 
Innes’ white gloves and fashion-right 
shades in Innes’ hosiery.” 

White shoes also come into the men’s 
picture, so far as newspaper adver- 
tising is concerned, and we find Hahn 
of Washington, advertising genuine 
white buckskin, “so porous you can 
actually breathe through it!” Empha- 
sizing the selling points of these shoes, 
the ad points out that “genuine buck- 
skin is cooler and softer than other 
leathers because it’s porous. Viewed 
under a microscope, it would look like 
a sponge, with thousands of tiny pores 
fairly breathing cool comfort. Flor- 
sheim shoes are cut from the soft, 
plump heart of healthy hides, so por- 
ous they will actually permit a current 
of air to pass through them. 

And Reynolds Penland Co. of Dallas, 
illustrate. three men’s shoes in white 
with the caption “White Shoes Smile 
at the Sun.” “It’s time for whites,” 
says the ad, “and here in our large 
selection of famous Mansfield Summer 
shoes made by Bostonian, you will find 
a wealth of the smartest leathers and 
styles . . . cooly constructed and cor- 
rectly designed. Briefly, the smartest 
and coolest shoes at their price under 
the sun. We show three of the many 
styles.” ; 

Even in juvenile footwear, whites are 
coming in for their share of promo- 
tion, and C. A. Verner Co. of Pittsburgh, 
presents a “white shoe wardrobe for 
junior-debs” comprising five smart pat- 
terns, an oxford, a T-strap, a broad 
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buckle strap, a high front pattern 
with buckle strap and a smart sport 
tie with tongue. “Here’s high fashion, 
styled for youth,” the ad exclaimed, 
“while their sensible, protective design- 
ing and expert fitting service will as- 
sure good posture, balance and poise.” 
This Summer, judging from present 
indications, will witness a tremendous 
sale of footwear sport specialties of 





McCREERY 





crown 
toes 


the “open sesame” for new smartness and new 
comfort. sensible as feshion’s other new dictom 
«.. whotever color may go to your heed most 
excitingly—bleck, wheet, white or navy—it’s 
“chic to keep your feet WHITE with all. hots, 
10.00. 3rd floor. shoes, 8.75. Sth feor, ‘ 














Hats with open crowns and shoes 
with open toes—a clever tie-up in 
Summer fashion promotion. 


various kinds, including beach shoes, 
various types of leather, composition 
and rubber-soled sandals and play 
shoes, of all kinds. Already these spe- 
cialty types of Summer footwear are 
being advertised extensively, not only 
in the South, where the season starts 
early, but also in cities throughout the 
North. This type of merchandise sells 
at relatively low prices, offers no very 
serious fitting problems, and, therefore, 
lends itself to somewhat different pro- 
motion from regular shoes, as evi- 
denced by the fact that a recent New 
York Sunday paper carried ads from 
two New York department stores with 
coupons attached for mail orders. 
Abraham & Straus (Brooklyn) ad- 
vertised a shoe of this class called the 
“Susie Q” at $1.98 and said of it: “It’s 
gabardine with an open heel and toe 
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. . . the sole is street leather. The 


patent leather facings are new and im- 
portant, and the colors something to 
talk about. You'll wear it for town, 
country or beach, and be right—you’ll 
adore it. Do telephone or mail your 
order if you can’t come in.” The order 
coupon had a space to check the color, 
one for the regular shoe size, name, 


address and spaces to indicate whether’ 


charge sale, C.0.D. or remittance en- 
closed. Remittances was required on 
orders outside of the metropolitan area 
and an additional 15 cents postage if 
shoes were to be shipped more than 200 
miles. 

A somewhat similar type of ad was 
used for Macy’s “Sailor Boy Slacker,” 
a cork and composition sole side-tie 
pattern with linen upper, described in 
the ad as follows: “An exciting slacker 
inspired in California, where people 
make a career of play. It has an open 
toe—and is laced as pertly as your 
sailor slacks! In white, navy, wine, 
light blue, green, orange. Medium 
width, sizes 3% to 8%. Please state 
regular shoe size to assure correct fit. 
$1.99.” 


Ten Thousandth Pair Sold 


Macy’s recently observed “Rugby 
Week,” in celebration of the sale of 
their ten thousandth pair of this popu- 
lar “tongue and tie” pattern. “Think 
of it!’ exclaimed the ad that announced 
this event. “In a world of angry, burn- 
ing pinching shoes, Rugby has made 
thousands of people happy. Dowager 
and debutante. Stylist and hausfrau. 
Nurse and teacher. High priced ex- 
ecutive and her secretaries. And what 
evidence have we of this? Your re- 
orders. Your testimonial letters. Your 
countless ‘Bless you, Macy’s for this 
shoe’! Come in this wek for your first 
or tenth pair of Rugbys. We have two 
special treats in store for you. A 
Summer edition of Rugbys in mesh. 
And three master shoemakers will be 
in Macy’s Shoe Center on the Fifth 
Floor to demonstrate why ‘Rugbys 
Feel Like Bedroom Slippers’.” 

Direct mail selling of Summer spe- 
cialties of the types described in these 
several ads suggests a thought to re- 
tailers everywhere. Why not enlarge 
the scope of your Summer business by 
advertising sneakers, sandals, beach 
shoes and these various types of easy- 
fitting, popular-priced shoes with a re- 
turn coupon attached for customers to 
fill out and mail in? You'll likely be 
surprised to find out how many people 
will respond, providing the ad is made 
sufficiently interesting and attractive. 
For this class of merchandise is 
“extra” business. Customers who might 
not think of coming to the store spe- 
cially for a pair of these shoes will, 
very likely, respond to the invitation to 
tear off the coupon and send it in. And 
it means just that much extra business 
for you. 
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New Orthopedic Store in St. Louis 


In the modernistic manner. Attractive exterior of new store of Orthopedic 
Shoes in St. Louis. 


St. Louis.—Orthopedic Shoes (Retail 
Stores Division), has completely re- 
modeled and modernized its shop in 
St. Louis, both inside and out. The 
new front is of gray Carrara struc- 
tural glass, trimmed in blue. The 
somewhat unusual color scheme is very 
attractive in effect, and has created a 
great deal of favorable comment. 

The fixtures and all other equipment 
of the interior are new in every detail, 
and are so selected as to be quite mod- 
ern, yet to create the proper atmos- 


phere for the sale of orthopedic foot- 
wear. Ground Gripper, Cantilever and 
Physical Culture shoes are sold in this 
store. 

E. L. Lavender, manager, who came 
to the St. Louis shop just two years 
ago from Chicago, in speaking of the 
opening of the new store, said: “For- 
tunately, we have enjoyed a tremen- 
dous increase in our business in the 
past 24 months, and now that we have 
a very modern shop in which to serve 

[TURN TO PAGE 1038, PLEASE] 


Interior view of new Orthopedic Shoes shop in St. Louis. 
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Philadelphia Shoe Merchants’ Guild 
Adopts Constitution 


PHILADELPHIA, Pa.—The adoption of 
a complete constitution and by-laws by 
the Philadelphia Shoe Merchants’ Guild 
was the principal business at a lunch- 
eon meeting at the Hotel Adelphia in 
this city on May 11. 

With T. Dun Belfield, of Steiger- 
walt’s, presiding, the meeting was 
called to order promptly at 11.30. The 
draft of the by-laws, as amended by 
the committee to which it was referred 
at the previous meeting, was taken up 
section by section, amended to some 
extent and adopted. 

Mr. Bogutz of Bonwit Teller was 
unanimously elected to complete the 
Board of Directors, which, together 
with the officers and incorporators, will 
serve until the annual meeting next 
October. 

Consideration was then given to a 
suitable insignia to be displayed and 
used by the members of the Guild, 
which matter, after a general opinion 
had been expressed by those in at- 
tendance for its guidance, was _ re- 
ferred to a committee who will receive 
suggestions and designs from various 
sources and make its report at the 
next meeting. The date for this meet- 
ing will be set later. The highlights 
of the constitution and by-laws of the 
Philadelphia Guild are as follows: 

Section 1: The name of this corpora- 
tion shall be “PHILADELPHIA SHOE 
MERCHANTS’ GUILD.” 

Section 2: The purposes for which 
the corporation is formed are to de- 
velop and promote fair dealing and 
lofty business ethics among those en- 
gaged in the retail shoe business; to 
foster, promote and develop, through 
the instruction and education of its 
members, a greater, consciousness and 
keener appreciation on the part of the 
retail shoe dealers and salesmen of the 
importance of well fitting and properly 
designed footwear as a safeguard to 
human health and well being; to pub- 
lish and disseminate among the shoe 
buying public pamphlets, literature and 
information which will tend to aug- 
ment the use of proper footwear. This 
corporation does not contemplate pe- 
cuniary gain or profit, incidental or 
otherwise, to its members. 

Membership: Section 1: Any indi- 
vidual, copartnership, corporation or 
duly qualified representative engaged 
in selling shoes at retail who will sub- 
scribe to the objectives and principals 
as set forth in the Articles of Incor- 
poration and By-Laws may make ap- 
plication for membership. 

Section 2: All applications for mem- 
bership shall be lodged with the secre- 
tary, who will advise the membership 
of such application in the notice to 
members of the next meeting of the 
Guild and such application is to be 
voted upon at the said meeting. If 
two-thirds of the votes, from members 


present, are favorable, the applicants 
shall be deemed elected to membership 
and shall be notified accordingly. 

Section 3: A member may be subject 
to expulsion for violation of the ethics 
or practices of the Guild upon presen- 
tation of charges by a qualified mem- 
ber, and after having been given due 
notice at least 15 days prior to a 
meeting of the membership, at which 
such charges will be considered; and 
at which he will be given opportu- 
nity to defend himself. A two-thirds 
vote of membership present is required 
to effect such expulsion. 

Entrance Fee and Dues: Section 1: 
The membership fee shall be Twenty- 
five Dollars which must accompany ap- 
plication for membership, the fee to be 
returned if applicant is not accepted. 

Section 2: The annual dues are to be 
Twenty-five Dollars. All dues shall be 


payable in advance. Any member fail- | 


ing to pay his or her dues within thirty 
(30) days after the same become due, 
shall be notified by the Secretary-Trea- 
surer and if payment is not made with- 
in the next succeeding sixty (60) days 
such member shall stand suspended 
from all rights and privileges of the 
Guild and shall surrender all rights 
to the use of the Insignia of the Guild. 

Seal and Insignia of the Guild: The 
Seal and Insignia of the Guild shall 
consist of a design to be adopted by 
the members of the Guild. Upon such 
adoption a facsimile thereof shall be 
incorporated in the by-laws and shall 
become a part thereof. 

The seal and insignia shall at all 
times remain the property of the Guild, 
but members in good standing shall 
have the privilege of displaying copies 
of such insignia in their places of busi- 
ness. In the event any member shall 
cease to conform to the purposes and 
objects of the Guild, or shall volun- 
tarily terminate his membership, /or 
shall have been suspended by reason 
of non-payment of dues, he shall no 
longer display or use the insignia of 
the Guild in his business and such 
members agree to return same imme- 
diately on demand of the Board. 


W. S. Dick, Innes Men’s 
Shoe Buyer 


Los ANGELES, CALIF.—W. S. Dick is 
now buying and styling the men’s shoes 
in the several Innes Shoe Co. stores un- 
der the general supervision of W. A. 
Innes, proprietor. For a number of 
years Mr. Dick had charge of the local 
Florsheim stores. Two years ago he 
resigned in order to devote all his time 
to real estate holdings. The lure of the 
shoe business called him back to this 
position of importance in the Innes or- 
ganization. 








Page 101 


STAR sranos 


ROBERTS JOHNSONS 


Granch of 


ST. LOUIS, Mo. 














STAR sranpbs 



















\ STYLE STRIDE 
SHOE 



















te Eee 































My lo Mtl 















Prveeee gh pre i 
aA — 
















~ 


BOOT AND SHOE RECORDER, May 22, 









1937 


What Hollywood Says for Fall 


Holiday” and he is still using it. Per- 
sonally I don’t believe that the long 
waistline is becoming to most women. 
Just remember that horrible period in 
fashion history, the years 1927 and: ’28, 
when we wore our waistlines at our 
hips and our skirts to our knees. But 
there may be a moderate revival of it. 
One of the new gowns he has designed 
for Kay with this treatment is made 
of a very soft cloth of gold with the 
long waistline fitted by means of front 
shiring. The skirt is full and gathered. 

He has used this same treatment on 
a dress for Anita Louise which she will 
wear in “That Certain Woman.” The 
hip length basque which fastens with 
pearl buttons is of white velveteen and 
the full gathered skirt is white chiffon. 

Orry-Kelly predicts that we will see 
the simplest clothes in many a year this 
Fall, clothing depending upon intricacy 
of cut and treatment rather than trim- 
ming for smartness. For this reason he 
says that shoes will play an important 
part in the Fall fashion picture. With 
skirts remaining short, 14 inches from 
the floor, he believes that the high front 
shoe will be an important factor for 
Fall. He says that he plans to dress up 
his clothes with smart shoes, bags and 
belts, many of them in high colors. 

Following this idea he has made an 
outfit for Kay for “First Lady” in 
which he combines a beige coat, straight 
line in cut as are all his coats, with a 
dress in apricot henna tones. With the 
trimmed opera pumps, huge bag and belt 
of pinky beige alligator he introduces 
a third color tone. 

Kelly ceased to use the broadened 
shoulder line some months ago, but in 
this he stands alone. Omar Kiam, who 
just completed Helen Vinson’s ward- 
robe for “Walter Wanger’s Vogues of 
1938,” told me he would continue to 
use the widened shoulder, because it is 
flattering to the hiplines. Royer of 20th 
Century Fox and Samuel Lange are 
also in accord with Kiam on this. They 
all agree, however, that the swing skirt 
is out and the slim straight skirt will 
be used this Fall. 

Samuel Lange, who dresses Mrs. 
Thomas Manville and makes much of 
Constance Bennett’s private wardrobe, 
was brought to Hollywood to do Con- 
nie’s clothes for the Hal Roach produc- 
tion, “Topper.” When I visited him 
the other day we talked of Fall fash- 
ions in view of what he saw in Paris 
and New York just before coming to 
Hollywood. 

He told me that he sees the corona- 
tion influence in the use of jewel tones 
in wools and silk crepes for Fall. One 
of the smart frocks he has made for 
Miss Bennett is a wool dress in a rose. 
quartz shade combined with a black 
coat and accessories. What he had seen 
abroad led him to believe, so he said, 
that navy blue would be a strong Fall 
color and he sees a return of bronze to 


[CONTINUED FROM PAGE 25] 


be used as an accent with navy, brown 
and black. This will mean bronze stock- 
ings, too. : 

Whether or not the short evening 
dress will stay is a question, no doubt, 
of great importance to the shoe indus- 
try. However, Lange is not using short 
skirted evening clothes because he be- 
lieves that it is a style for the jeunne 
fille only. He is, however, using bead- 
ing, one dress of Connie’s being an all- 
over sequin gown. 

However, the short evening dress has 
its sponsor in Irene, who is one of 
Hollywood’s leading couturieres and 
who makes clothes for the private 
wardrobes of such celebrities as Joan 
Crawford, Loretta Young, Claudette 
Colbert, Madge Evans and Dolores. She 
showed several of the shorter in front 
and longer in back type of evening 
frocks, some of them with hoops. Irene 
also had in her collection several cock- 
tails or dinner suits with uneven hem- 
lines. One for instance was corded 
around the bottom, being shortest on 
the sides and dipping almost to the 
floor in back. Irene is making Joan 
Bennett’s clothes for “Vogues of 1938” 
and while the clothes have not been 
shown as yet I understand that they 
are very simple, emphasis being placed 
on line and color. 

Out at Twentieth Century Fox, Royer 
is doing some gorgeous clothes for 
Gypsy Rose Lee to wear in her first 
screen appearance in “You Can’t Have 
Everything.” Gypsy, in this picture, 
will be very much dressed instead of 
undressed. 

One good looking street outfit he has 
made for her is a soft suit in beige 
woolen. The Tyrolean rounded lapels 
are stitched in the same shade as the 
suit and the pencil slim skirt has a 
short rounded split in front which 
matches up with the lapel treatment. 
The only trim is saddle stitching 
around the skirt and lapels in the 
same shade. Over this goes a long 
cape of Rodier woolen in beige with a 
black thread interwoven banded in the 
natural lynx. 

And, speaking of furs, let me tell 
you that Lange and Royer both predict 
the use of white, red cross and other 
natural foxes to take the place of the 
silvers. This means that the brown 
shades will be important in shoes. 

Royer has made a stunning gown 
of sheer crepe, studded with rhine- 
stones, with a Grecian treatment of 
which he is very fond. Gypsy Lee will 
wear this in her picture with a white 
fox wrap. Boyer likes the Greco- 
Roman influence and he uses this in 
designing many of his evening clothes 
for Loretta Young. 

Out at M-G-M, Adrian is knee deep, 
so to speak, in costume pictures. He 
has just completed “Parnell,” in which 
Myrna Loy plays the leading role and 
is now doing the clothes for Garbo in 
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“Countess Walewska” and for Luise 


Rainer in “The Emperor’s Candle- 
sticks.” 

Perhaps the long fitted basque waists 
and bustles worn by Myrna Loy in 
“Parnell” will play their part in in- 
fluencing fashions. Most fashion ex- 
perts declare that costume pictures 
influence fashions much more than con- 
temporary films. 

Some of the costumes worn by Luise 
Rainer, who is really being very 
dressed-up for this new film, might 
easily be worn this winter. The grey 
caracul turban with a slightly forward 
movement to the cuff is already being 
adapted. 

Adrian is one Hollywood designer 
who has held out against the very short 
skirt. He says that short skirts are like 
short hair, becoming only to a few 
women. He feels that with Summer com- 
ing and the sun wooers in their bathing 
suits and shorts, there is a tendency to- 


1937 


ward nudity but that we will have ro- 
mantic swathings for Fall and Winter. 
The clothes he is making for Rainer are 
rich velvets and brocades with metal 
braid and fur trimming. 

Those fashion minded are greatly 
intrigued by “Walter Wanger’s Vogues 
of 1938” because of its fashion possi- 
bilities. The other day I had a peep 
at the shoe wardrobe for the stars and 
the 10 beautiful models, the cream 
of the New York model crop, who ap- 
pear in the picture. Most of the shoes 
are evening shoes, sandals of crepe 
or satin with gold and silver kid trim 
or all gold or silver kid. Some of the 
sandals have braided effects in satin 
and kid. One pair of shoes which Joan 
Bennett will wear with a suit are yel- 
low sueded calfskin with high wing 
fronts, smooth leather heel and toes. 


Another pair to go with a street outfit 


are navy blue suede open toe and side 
sandals with blue kid trim. 





Canadians Wear Two Pairs Per Year 





Average Consumption of Leather Footwear Per Person, Ac- 
cording to Latest Statistics Compiled for Dominion 


MONTREAL.—Two pairs a year is the 
average habit of Canadian consumption 
of leather footwear. This includes boots 
and shoes, slippers, moccasins and all 
similar leather wear. The figure for 
1935 was slightly above two pairs and 
that for 1934 slightly below it. The 
gross value of production in the leather 
footwear industry of the Dominion has 
been on the upgrade since 1932 and the 
quantity output has been increasing 
since 1930. Quantity output for 1935 
set up a new record for the industry 
and preliminary figures for 1936 indi- 
cate a further advance last year. Can- 
ada is both an importer and an exporter 
of leather footwear, but imports are 
considerably greater than exports. 

Production of leather footwear in 
Canada in 1935, according to a report 
on the industry recently issued by the 
Dominion statistician, totalled 22,258, 
000 pairs. This is the highest output 
in the records of the industry. The 
previous peak was 20,793,000 pairs set 
up in 1928. Output in 1929 was 20,- 
459,000 pairs. Cumulative monthly re- 
turns for 1936 show an output of 21,- 
888,000 pairs in 1935. The annual cen- 
sus of the industry includes a number 
of factories which do not make monthly 
returns. 

The gross value in the leather foot- 
wear industry of Canada in 1935 was 
$35,989,000. This compares with $32,- 
305,000 in 1934 and $32,242,000 in 1932. 
The peak value of production in this 
industry was registered at $66,817,000 
in 1920, when prices were much higher 
than recently. The value of output in 
1928 was $50,018,000, and in 1929 it 
was $48,627,000. The low point of re- 
cent quantity output was 17,646,000 
pairs in 1930, which was almost as 
great as the quantity production of 17,- 
693,000 pairs in 1920. The value of 
1930 output was $40,478,000. The num- 


ber of factories in operation in 1935 
was 217 and value of capital invested 
$24,313,000. 

Much of the greater part of the out- 
put of leather footwear industry of 
Canada consists of boots and shoes with 
leather or fabric uppers. In 1935 these 
accounted for 19,274,000 out of the 
total output of 22,258,000 pairs. Among 
the other products of the industry in 
that year, shoepacks, larrigans and 
moccasins (oil tan) numbered 45,000; 
moccasins for outdoor wear (other than 
oil tan) 175,000; footwear of all kinds 
with felt uppers 587,000; and cloth, 
carpet, boudoir and Indian slippers, 
2,175,000 pairs. Each group, excepting 
that of shoepacks, larrigans and moc- 
casins, showed an increase over the 
previous year. Footwear made in sizes 
for women was of chief importance, its 
pairage representing 45 per cent of 
the total quantity manufactured and 
its value 47 per cent of the total for 
the industry. Footwear made for men 
represented 30 per cent of the total 
quantity and 38 per cent of the total 
value; and following, in the order 
named, were footwear for misses and 
children, for boys and youths and for 
babies and infants. 


New Orthopedic Store 
[CONTINUED FROM PAGE 100] 


our customers, we are quite optimistic 
as to further increase in volume. Of 
course the premier thought in the 
minds of our clientele is that of re- 
ceiving a foot comfort service. Never- 
theless, we all appreciate modern shop- 
ping facilities and enjoy the atmos- 
phere to be had within a modern shop. 
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Steel and Concrete Make Fine Buildings 


M. & P. Glazed hid 
Makes Fine Shoes 


The final desirability of any creation depends on correctly 
styling the appropriate materials. M. & P. Glazed Kid is proc- 
essed from the finest goatskins of both South American and 
India types to provide the greatest basic quality, and produced 
in black and currently favored colors to keep always abreast 
of styling trends. Its inherent worth, its up-to-the-minute ap- 
pearance, make it always the most appropriate material. 

M. & P. Kid Linings are as appropriate in a shoe of M. & P. 
Glazed Kid as glass in a window! Brilliantly finished in colors 
to complement and bring out the colors of upper stock, they 
add the final increment of style. Naturally, their quality and 
temper are suited to the creations they adorn. Important among 
the Fall colors offered are Pearl Gray, Modium Gray and Fawn. 

Your most appropriate materials are Mitchell & Peirson 
Products! 

M. & P. Glazed Kid Slipper Stock— 
full quality — firm-textured—strong-fibred to hold 
stitching—economical cutting qualities—all combine 


to make M. & P. Glazed Kid Slipper Stock the one 
you can choose with the greatest of confidence. 


Mitchell & Peirson, Inc. 


PHILADELPHIA 





1937 














BOOT AND SHOE RECORDER, May 22, 


1937 


Page 105 


Shoe VYueuss 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, MAY 22, 1937 


NATIONAL NEWS 





Pacific Northwest Program 


Tenth Annual Convention of Retail Shoe Group to Be Held 
at Spokane, May 30 to June 2 


SPOKANE, WASH.—The program for 
the tenth annual convention of the 
Pacific Northwest Shoe Retailers Asso- 
ciation, to be held at the Davenport 
Hotel, May 30-June 2, has been an- 
nounced as follows: 


SUNDAY, MAY 30 


' 10:30 a.m.—Meeting of the Pacific 
Northwest Shoe Travelers Association 
in the Elizabethan Room, Davenport 
Hotel. Officers of the Travelers Asso- 
ciation request that every traveler at 
the convention be present to be recog- 
nized in decisions concerning all details 
of the arrangements. At this time, re- 
ports of the officers will be read and 
also election of new officers for the 
ensuing year. 

11:00 a.m.—Opening of registration 
on the mezzanine floor, Davenport 
Hotel. This entitles you to convention 
badge, program, extra privileges and 
services. The privilege of attending 
the events will be restricted to those 
wearing the convention badge, which 
will be issued to each person on regis- 
tration. All retailers and traveling 
men must register immediately upon 
arrival. Special arrangements will be 
made for registration on Saturday. 

4:00 p. m.—Meeting of Board of Di- 
rectors of Pacific Northwest Shoe Re- 
tailers’ Association in Room 200, 
Davenport Hotel. 

6:00 p.m.—Informal stag banquet 
sponsored by the Pacific Northwest 
Shoe Travelers Association. All Trav- 
elers and shoe retailers urged to attend. 


MONDAY, MAY 31 


8:00 a.m. to 12 noon—Retailers will 
visit the sample rooms, inspect the lines 
displayed and do their buying. The 
Convention Committee urgently re- 
quests all buyers to make a special 
effort to visit all lines on display. 

12:00 noon—Luncheon business ses- 
sion in the Marie Antoinette Room, 
Davenport Hotel. 


Opening the Convention, 
Will Kronenberg, President, 





DATES TO REMEMBER 


Boston Shoe Fair, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass.....June 1, 2, 3, 1937 


Pacific Northwest Shoe Retailers An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 

May 30, 31, June 1, 2, 1937 

Ohio Shoe_ Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 

June 6, 7, 8, 1937 

Iowa National Shoe Travelers Associa- 
tion Shoe Fair, Hotel Fort Des 
Moines, Iowa June 6, 7, 8, 1937 

Wisconsin Shoe Retailers Association 
Convention, Plankinton Hotel, Mil- 
waukee June 13, 14 and 15, 1937 

California Shoe Retailers Annual Con- 
vention, Hotel St. Francis, San Fran- 
cisco, Calif. ...... June 14, 15, 16, 1937 

Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 

National Leather and Shoe Finders 
Association Annual Convention, 
Southern Hotel, Baltimore, Md. 

June 21, 22, 23, 24, 1937. 

Boot and Shoe Travelers’ Association 
of New York Annual Summer Out- 
ing and Golf Tournament, Karat- 
sony’s, Glenwood Landing, L. I., 

July 15, 1937 

Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
| CRS aia Sas July 18, 19, 20, 1937 


New York State Shoe Retailers Asso- 
ciation 19th Annual Convention. 
Hotel Ten Eyck, Albany, N. Y. 

Oct. 3, 4, 5, 1937 

National Shoe Fair, Hotel Stevens, 


Chicago, Ill. ........ Jan. 3, 4, 5, 6, 1938 





Spokane Shoe Retailers Association 
Greetings . I. A. McDowell 
President, P.N.W.S.R.A. 


“Washington Welcomes You,” 
Clarence D. Martin 
Governor, State of Washington 


“Spokane Greets You”..Arthur Burch 
Mayor, City of Spokane 


Response from Montana, 
“Hap” Kleinsmith 


Response from Idaho. Ralph Washburn 
Will Knight 


Response from British Columbia, 
Art Rae 


A Word from California Retail Shoe 
Men Wm. J. Ahern 


Shoe Travelers ..Frank Duncan 


Message from N.S.R.A..L. E. Langston 
Executive V.-P.—N.S.R.A. 


Style Talk Helen A. Cornelius 
Director of Fashion Services, 
Harper’s Bazzar 


Response from Oregon 


Round table discussion on style, im- 
mediately following luncheon. 


TUESDAY, JUNE 1 


8:00 a.m. to 12 noon—Retailers will 
visit the sample rooms. 

12:00 noon—Meeting of the 
P.N.W.SRA in Marie Antoinette room, 
Davenport Hotel. Luncheon. Pres. Mc- 
Dowell in charge. Brief messages from 
visiting shoe celebrities attending con- 
vention. Reports of committees, trea- 
surer’s report and election of officers 
for ensuing year. Address—‘National 
Legislation Affecting Retailing,” Col. 
Sherrill, President, American Retail 
Federation. All retailers and Travelers 
are requested to be at this meeting 
which adjourns at 2 p.m. 

The Convention Committee urgently 
requests all buyers to make a special 
effort to visit all lines on display. The 
Travelers, exhibiting their lines at a 
great expense, are at least entitled to 
a visit. 

2:00 p.m.—Bridge tea for visiting 
ladies at the Manito Golf Club House. 
Courtesy cars will be furnished for 


[TURN TO PAGE 106, PLEASE] 


National Shoe Fair at Stevens 


CuHIcAGo—“Bhe National Shoe Fair 
of 1938 will be held on January 3, 4, 5 
and 6 at the Stevens Hotel in Chicago,” 
announced Chairman W. M. Jarman 
after an Executive Committee session 
in Chicago, May 11. 
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lncresenii Viliee Modernization Result 





Interior view of the new shoe department, an annex of Ollswang’s Department Store. 
which has enjoyed increased sales since its opening. 


ELMHuRST, ILL.—Increased business 
in all departments has been a constant 
result in the new shoe section of Olls- 
wang’s Department Store, 106 Park 
Avenue, which recently took over an 
entire building for the shoe stock alone. 

The shoe department of the Ollswang 
store was formerly confined to a small 
and remote section of the store and 
only men’s and children’s shoes were 
carried. Because a large demand for 
good quality women’s shoes was per- 
ceived a vacant store adjacent to Oll- 


swang’s building was taken over and a 
line of women’s shoes were added. 

The store was a separate building and 
of old design, so a partition was placed 
in the wall and the entire building mod- 
ernized. The new store is five times 
larger than the old department. A new 
type of indirect lighting which uses 
fewer fixtures with the maximum of 
light, was installed. Shadow box dis- 
play cases are used. W. E. Grossman 
is manager. 





Dark Colors for 
Early Summer 

Satt LAKE City, UTAH—Forecast- 
ing for Spring and early Summer, 


W. B. Woods, manager of the Makoff’s 
Classic Shop shoe department, states, 


“Open toe sandals and shoes will be 
good. Dark, bright colors will go 
rather than pastels. Patent leathers 
will continue good. Gay prints that 
contrast plain dresses will also con- 
tinue to be popular. There is a no- 
ticeable tendency toward higher heels.” 


Pacific Northwest Program 
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visiting ladies who leave their names 
at registration desk. Mrs. Russel 
Walker; Chairman. 

7:00 p.m.— Dinner-dance, Marie 
Antoinette Room. Informal. Dinner 
tickets, $1.25 per plate. This also in- 
cludes entertainment and dancing. All 
shoe retailers, store personnel and 
Travelers with their wives or guests 
are invited to attend. The committee 
have made arrangements with the 
management of the Davenport Hotel 
that no one outside of the shoe frater- 
nity will be admitted on this night un- 
less they are a guest. Reservations can 
be made with Lloyd Hill or at the 
registration desk. 


WEDNESDAY, JUNE 2 


8:00 a.m. and all day—Retailers to 
visit sample rooms to inspect lines and 
do buying. The committee has arranged 
for those who desire to visit the famous 
Grand Coulee Dam construction to do 
so. This “Eighth Wonder of the 
World” is the mightiest construction 
ever conceived by the mind of man, 
and is three times as large as Boulder 
Dam. All who wish to make this trip 
must register at registration desk be- 
fore noon on Monday, May 31. Cour- 
tesy guest cards will be furnished at 
any time to anyone desiring to play 
golf at the various golf clubs. 





Returns from Abroad 


New York—Mr. Friedman, of the 
leather firm, Pearce & Friedman, Inc., 
180 Madison Avenue, here, is returning 
from England where he has been 
spending some time at the company 
headquarters, W. Pearce & Co., Ltd., 
of Northampton and is bringing back 
with him various new ideas for the 
Fall season. 
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RESTFUL FOOTWEAR CO. 


makers of 


SHIRLEY TEMPLE SLIPPERS 


20th Century Film Star 


pridefully announce their NEW 


“RESTFUL MAID” 


line of WOMEN’S NOVELTY MEDIUM PRICED BOUDOIRS 


to be shown at the 


STATLER HOTEL -BOSTON 
ROOM 534-6 
JUNE 1-2-3 


RESTFUL FOOTWEAR COMPANY 
31 WILKINSON AVENUE 
JERSEY CITY, NEW JERSEY 





















ALL FEET 


Cin 


SELL 


California Convention 
Plans Take Shape 


SAN FRANCISCO, CALIF.—Plans for 
the coming convention of the Cali- 
fornia Shoe Retailers Association are 
rapidly taking concrete shape. Con- 
vention manager William J. Ahern an- 
nounces definite assurance from exec- 
utive vice-president L. E. Langston, 
of the National Shoe Retailers Asso- 
ciation, and from Miss Helen A. Cor- 
nelius, Director of Fashion Services 
for Harper’s Bazaar, that both will 
attend the convention. Miss Cornelius 
will speak on “Styles for the Fall of 
1937” following the Tuesday luncheon 
at which time Mr. Langston will make 
his address. 

Some ninety display rooms have 
been reserved at the present time for 
the convention, which will be held in 
this city in the Hotel St. Francis on 
June 14, 15 and 16. Many more are 
expected to register within. the next 
week, Mr. Ahern believes, as he has 
a number of assurances to that effect. 





European Representative 
Visits Boston 


Boston, Mass.—Herbert W. Cook, 
European representative of the Colonial 
Tanning ‘Company, arrived in Boston 
recently, on-the S.S. “Samaria” for a 
two week’s stay with his principals in 
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Boston, after which he will depart on 
a world tour in the interests of the firm. 





Where Is This Man? 


New York—Information as to the where- 
abouts of John F. Grady, edge-setter and 
treer, who has worked in various shoe fac 
tories throughout the eastern section of the 
country, is wanted by his brother, Joseph 
Grady. 

John F. Grady was born in Cork, Ire- 
land, in 1879. His father’s name was Cor- 
nelius Grady and his mother’s maiden 
name was Mary Brislane. He has worked 
at A. G. Spalding’s in Brooklyn as a treer 
and at the Julius Grossman factory as an 
edge-setter but most of his time was spent 
in various shoe factories in Brockton, 
Mass., where it is said he is well known. 

Will anyone having information as to 
the whereabouts of this man kindly com- 
municate with the Boot aNnp SnHoe Re- 
conver, Inquiry Department, 239 West 
39h Street, New York City, who will get 
in touch with his brother? 





Richland Sales Staff Holds 


Fall Sales Meeting 


NASHVILLE, TENN. — Geared for the 
five biggest months of sales in the 
history of Fortune Shoes, the sales force 
of the Richland Shoe Co., division of the 
General Shoe Corporation, here, were 
back in the field this month with the 
new Fall and Winter Fortune Shoe line, 
numbering fifty in-stock styles. 





BOOT AND SHOE RECORDER, May 22, 1937 


Two comfort devices that sell... 
because they really give comfort! Ad- 
justable or fixed, to suit customer pref- 
erence. Made to support the metatar- 
sal arch, where foot troubles begin. 
No complicated stock to carry ... no 
fitt: difficulty . . . no returned mer- 
chandise because of wrong size. Easy 
—quick—profitable ! 





Adjustable to any foot — without 
muss, fuss or glue.. The four prongs, 
a patented Johnson feature, permit 
Placing at the exact spot to get maxi- 
mum benefit. Made of high grade 
sponge rubber covered with quality 
leather—stronger, more resilient, more 
comfortable, than steel. Come with 
adjusting device to insure perfect 
placing. 


i . Made for customers who prefer long 


shank supports. Adjusted to give ef- 
fective relief with greatest comfort. 
Top quality materials throughout. 
Metatarsal elevation in oblique posi- 
tion for most effective support of 
metatarsal area. Styled to fit narrow- 
shank shoes. 


The complete shoe store offers com- 
plete foot service! Johnson’s appli- 
ances are nationally distributed .. . 
nationally known for the results they 
achieve. Order from your jobber, or 
write direct to us. These are only 
two items in a well balanced line of 
scientifically built, easy to stock and 
handle, fast-selling Foot Helps. Drop 
us a line for full information! 


Highlight of the various divisional 
meetings of the sales representatives of 
the company was the surprise announce- 
ment that for the five months beginning 
with October, 1937, Fortune Shoes would 
be advertised in Life, the new addi- 
tion of the year to the magazine world. 

In addition, Fortune’s Fall national 
advertising campaign will again feature 
their leading shoe styles in repeated ad- 
vertisements in both the Saturday Eve- 
ning Post and Liberty magazines. Com- 
plete promotional programs, tying in 
with the national campaign, will also 
be available to Fortune Shoe dealers. 

Presentation of the Fall and Winter 
line was made by E. T. Bumpous, vice- 
president in charge of sales. Other 
talks were made by W. M. Jarman, 
president, and G. W. Noland, sales man- 
ager, at the three divisional sales meet- 
ings held in Nashville, Chicago and 
Philadelphia. 

Field salesmen attending the meet- 
ings were as follows: 

Nashville: J. C. Burns, J. S. Rowe, 
H. C. Cooke, A. B. Schultz, H. D. Mc- 
Kinney, W. W. Freeman, R. W. Jones, 
V. N. Koenig, H. P. Hanley, J. E. Row- 
an, O. R. Stuart, J. M. Ezzell and L. M. 
Parnell; Chicago: C. F. Payton, W. R. 
Bloomquist, C. F. Klaus, John Frank- 
lin, R. W. Long, D. S. Van Tassel, F. B. 
McKelvey and J. C. Grimes; Phila- 
delphia: R. T. Pickett, F. R. Hoffman, 
M. B. Oberfield, R. F. Leighton and J. B. 
Schwartz. 













Peers 
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A — most unusua: 
treatment makes 
this mule a _ best 
seller. 





B—another version 
of the open toe, 


MAKING SURE OF ASUCCESSFUL | 22, 
SLIPPER AND SANDAL SUMMER 


Ask yourself these questions : 
1) Is my line in the right price? 


2) Is the price low enough to sell more than a 
C—this summer's MO ° ° 
favorite—the open A single pair to a customer? 
beck eveing, to ‘ 
r) - > - 3 
terial. © LY 3) How is my line styled? | know women want 


plenty—am | giving it to them? 


4) Quality—that's important. Can | honestly 
talk quality about the slippers I'm selling? 


Selling Middletown footwear means a 
"yes' to each question. Selling Middle- 
town means making sure of profits. 


Retailing from $2.50 to $4.00, Middle- 
D—open toe, open town Footwear is well within every 
shank with  indi- woman's price range. If you're looking 


a ome — for a volume business, here's the line 
ully represen’ 
Middletown. for you! 











E— a  one-strap 
evening sandal 
you'll have many 
requests for. 


F — D'Orsay bou- 
doirslipper—a must 
for every shoe re- 
tailer. 


‘MIDDLETOWN FOOTWEAR. INC. 


MIDDLETOWN NEW YORK 
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Men's Shoes 
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“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 
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Des Moines to Stage 
Shoe Show 


Des Mornes, Ilowa—“Salesmen be- 
lieve in showmanship,” says F. W. 
Sampson, president of the Iowa Shoe 
Travelers’ Association. He is most 
active in the promotion of the coming 
Summer shoe fair, to be held at the 
Fort Des Moines hotel in Des Moines, 
Iowa, on June 6, 7, 8. 
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Women's Shoes 
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KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 






















IN 
STOCK 



















Neo. 561 
Black kid blucher 









F. W. SAMPSON 





tie; 56 last; gray 
d lined ; French 












VAUGHAN TOWLE CO, 


“___& division of L. B. Evans’ Son Co. 
WAKEFIELD 















W. S. Thompson Leaves 
Franklin Simon 


New Yorx—wW. S. Thompson, genial 
and well-known buyer of men’s and 
boys’ shoes at Franklin Simon & Com- 
pany, resigned his position with that 
company on May 15. 

Mr. Thompson has been with Frank- 
lin Simon’s for the past 14 years and 
prior to that connection, he was with 
Clarence White in Red Bank, N. J., 
for 15 years, a record of service that 
is not often equaled, no matter what 
the trade, 

During his long association with 
Franklin Simon’s, Mr. Thompson has 
become an authority on men’s and 
boys’ shoes and he has worked out 
successfully several of his own ideas 
in merchandising and retailing of 
these lines which have been followed 
by many other shoe men who know 
of his methods. 

Mr. Thompson has made no plans 
as to what he intends to do except to 
take a well-earned vacation and rest. 
Following this, he says he will be 
ready to buckle down to work again. 


























He also says, “Reservations are com- 
ing in fast and we really expect to have 
a highly successful fair. Our thought 
in promoting this Summer fair is to get 
away from the bad weather that has 
crippled the last two or three regional 
conventions in this territory and to put 
it at a time of year that will interest 
all buyers and merchants.” 

A special meeting has been called 
for 12 o’clock noon, on May 22 at the 
Hotel Fort Des Moines, to further 
plans for the fair and this will be 
followed by another meeting at the 
same time, a week later, during which 
a special promotion committee will be 
appointed. 

The association is working hard to 
make this shoe fair the largest they 
have ever held and in this they enjoy 
the full cooperation of the hotel and 
the Des Moines Chamber of Commerce. 
Early returns have so far borne out 
the fact of Mr. Sampson’s statements. 





Jarman Fall Line 
On the Road 


NASHVILLE, TENN. — With the most 
complete line of samples ever offered by 
the Jarman Shoe Co. to back their Fall 
and Winter 1937 sales campaign, sales 
representatives of this division of the 
General Shoe Corporation, Nashville, 
Tenn., were back in their territories the 
first of May after a series of enthusi- 
astic sales meetings. 

Tuned to the times, with styles in this 









These superlative little shoes 
exercise a big influence. They 
are Flexible Hard Soles (2-8), the 
sturdiest in the famous Mrs. 
Day's Ideal line, and the logical 
type for youngest shoes in juve- 
nile shoe departments. Mothers 
who have bought | deals bu 
them without resistance. St 
them, as do hundreds of re- 
tailers, and see how they in- 
fluence business! 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of soon yu aa 
Sole—intermediate 


FLEXIBLE HARD SOLES 











new line running from the conservative 
high-top blucher in hlack calf to a smart 
new wing-tip brogue in imported na- 
tural pigskin with kiltie tongue, the 
Jarman Shoe Co. has more than guar- 
anteed its continuance in leadership in 
the field of quality footwear, smartly 
styled. 

Coming in for most enthusiastic com- 
ment and plaudits from dealers, sales- 
men, and consumers are the two new 
and exclusive feature shoes of the Jar- 
man line—The Jarman Friendly “Air- 
flator” and The Jarman Custom “Two- 
Plane” shoes. 

Concurrently with the release of the 
new lines, the Jarman Shoe Co. also 
presented their sales force with the com- 
plete set-up on Jarman’s aggressive na- 
tional advertising campaign for Fall 
and Winter as well as the promotional 
dealer tie-ins built around this program. 

Continuing its great 1937 campaign, 
and announcing its new Fall and Winter 
price range, “Jarman Shoes $5 to 
$7.50,” the makers of Jarman Shoes will 
advertise consistently with color pages 
in the Saturday Evening Post and 
Esquire. Complete monthly promotional 
tie-ins with these national advertise- 
ments featuring window cards, price 
tickets, envelope enclosures, postcards 
and the like, will be available to all Jar- 
man dealers, making it possible for 
them to take full advantage of the na- 
tional advertising program in making 
their store headquarters for men’s fash- 
ionable footwear. 
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300 Mittion REFERENCES —— 


.. for overshoes equipped with Talon slide fasteners! 


Pants, corsets, handbags, 
sweaters, golf bags, dresses, lug- 
gage ... make your own list. It is 
estimated that the Talon slide 
fastener has been used on 300 
million articles of clothing and 
other merchandise! 

What has this to do with 
decreasing the effort —and in- 
creasing the profit—of selling 
overshoes? Simply this . . . The 
word “TALON” on your over- 


T N SLIDE 


Reg. U. S. Pat. Off. 


shoe fasteners instantly identifhes 
your merchandise with a name 
that has registered “SATISFAC- 
TION” 300 million times. 

It is significant that you get 
this “name value” only with the 
Talon overshoe fastener. For it is 
the Talon fastener that has 
changed overshoes from ‘‘un- 
wanted” to “‘wanted”’ merchan- 
dise during the past ten years. By 
adding style and convenience, 


FASTENER FOR 


plus absolute dependability, to 
overshoes, it has brought stores 
an increased volume of sales— 
along with protection against 
costly mark-downs and returns. 
Today the majority of quality 
overshoes sold in this country are 
equipped with the Talon slide 
fastener. Be sure to specify it on 
your own orders. 
HOOKLESS FASTENER COMPANY 
MEADVILLE, PA. 


Overshoes 


































Sandals 
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Shower Sandals 


@ No. 909 Women’s and 809 
Men’s, . ‘*PERFECT ROCKER” 
WOODEN one SANDALS for the 
shower. mfortable and sanitary 
protect ct again dreaded Gaiaiee 
















lar! 





Write today hag prices—Dept. § 









REECE 


WOODEN SOLE SHOE COMPANY 
Columbus, Nebraska 







KRKKKKKKKKKKKKkkKkkkKhkkh Khe 




















Whitelam Addresses 
Display Men 
Detroit, Micu.—Frank E. White- 






lam, display manager of R. H. Fyfe 
and Company, has returned from the 
Tri-State convention of the Interna- 
tional Association of Display Men, of 
which he is a director. This meeting, 
for Michigan,- Illinois, and Indiana, 
was held at South Bend, Ind. 

Mr. Whitelam addressed the meet- 
ing on behalf of the Detroit Chamber 
of Commerce and other local bodies 
and is making plans to try to bring 
the next national convention of the 
organization to Detroit, in which case 
he will probably head the reception 
committee here. 
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Trade Literature 


Describes Manufacture Of 
Glazed Kid and Suede 


* CAMDEN, N. J.—John R. Evans & 
Company, of Camden, N. J., through 
their advertising agents, the R. D. 
Northrop Company, have just published 
a handsome 48 page book called “Evans 
Kid—A Trip Through the Tannery.” 


The book, published to demonstrate 
and discuss the painstaking care used 
in the tanning of Evans glazed kid and 
Feathernap, suede, is beautifully pre- 
pared with excellent photographic illus- 
trations on every page. The editorial 
matter first treats of the selection of 
proper hides. This section tells where 
the Evans Company buys the raw prod- 
uct. Human-interest discussions tell 
how the experienced sorters determine 
the origin of a raw skin by the natural 
marks on the hide. Barbed wire marks 
are almost always evident on those 
from Jugoslavia, briar scratches from 
Russia, and other tell-tale clues which 
are as easy to read as a label. 

The book goes on to show and ex- 
plain the tanning processes. Each is 
discussed and illustrated in turn and 
the importance of laboratory exactness 
is stressed. John R. Evans & Company 
maintain a full staff of experts to keep 
a constant vigil. Solutions and hides 
are frequently sampled and checked 
throughout the tanning. 

The book explains further that the 
Evans company uses more than one 
process of tanning. The future con- 
sumer use of the skin is always con- 
sidered when the correct tanning pro- 
cedure is decided upon. Whites and 
light colored glazed kids and suede are 
tanned differently from the dark colors. 
Those hides that are to be used for 
handbags and for linings also get, their 
full share of attention. 

The entire means of producing qual- 
ity, fine grain, supple and lovely glazed 
kid and suede are explained fully. 

“Evans Kid—A Trip Through the 
Tannery” is a beautiful book and a real 
piece of progressive publicity for the 
entire kid industry as well as John R. 
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WOMEN ADMIRE IT 


because it's both smart to be- 
rough and smart to be thrifty 


4 


is the smartest and most eco- 
nomical sueded leather any- 
where. An ideal leather from 
every angle—and universally 
popular in men’s and 
women’s shoes. To be sure 
this superior leather 


you 
RUFFIT on your or- 


specity 
ders. 
Available in 20 colors and 
white. 


SLATTERY 
BROS. 


TANNING CO. 
BOSTON, MASS. SALEM, MASS. 















Evans & Company. It tells the true 
story of the problems met and sur- 
mounted by a progressive company that 
is trying ever to improve on an already 
successful and beautiful leather. The 
book is written in simple language that 
is easily understood. 





Blue Selling Good 


Detroit, Micu.—“Blues are selling 
extremely well, with beige and grey 
following,” William H. Adams, man- 
ager of women’s departments at Fyfe’s, 
said recently. Fabrics, especially gabar- 
dines, are the leading material, with 
Summer suede coming next. Black 
gabardines are selling much better 
than formerly. 

“The trend toward open toes will 
come a little later with a strong local 
preference for the shoe with a back 
as well as the open toe. About ten 
per cent of fabric shoes are now sold 
in these models. 

“We look for a Summer white season 
away ahead of last year, with a good 
run on these light models already. 

“A popular novelty that we expect 
to be a good item this Symmer is the 
new print shoe, in fabric or cloth, in 
many colored designs. These are sell- 
ing well now in slippers and will short- 
ly be regular shoe sellers. However, 


we look upon this as a warm weather 
item.” 
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Off on Trans-Pacific Flight 


Fred L. Emerson, renowned air traveler of the shoe trade, 
arrives in Los Angeles from Syracuse, N. Y., completing 
first leg of round-the-world trip. 


Fred L. Emerson, president of the Enna Jettick Shoe | 
Company of Auburn, N. Y., arrived in Los Angeles 
recently aboard an American Airlines Skysleeper on | 
the first leg of a round-the-world trip. He began his | 
air trip the morning before at Syracuse, N. Y., at | 
9.28 a.m. and plans to arrive back in his home town | 
at 8:06 p.m. on May 25, after having completely cir- | 


cumnavigated the globe on commercial airlines. This 
will be the first world trip ever to be made completely 
on commercial airlines, recent installation of airline 
service between Manila and Hong Kong making the 
feat possible. 


Mr. Emerson proudly displayed about five yards of 
air tickets which had all been purchased from an air- 
line ticket office in Syracuse. All of his bookings had 
been prearranged and he will complete the trip cover- 
ing 25,320 miles in 30 days, 10 hours and 22 minutes. 
The total cost of the air tickets was $2,294. 


Mr. Emerson continued his flying trip to San Fran- 
cisco, where he connected with the China Clipper for 
Hongkong, China. Arriving there on May 5, he con- 
tinued across Asia and Europe, making stops at 
Tourane, French Indo China, Siam, Calcutta, Allaha- 
bad and Jodhpur, India, Alexandria, Egypt, Sharjah, 
Oman, Bagdad, Iraq, Rome, Marseilles, Berlin, a side 
trip to Warsaw, Russia, and back to Germany. 
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_ Gives you inside information 





Why take chances on losing customers because you 
don’t know the condition of the foot inside the 
Foot Health is dependent on correct 
And the physical well-being of your 
customer depends 
on both. Previous 
misfits and causes 
of foot discomfort 
can be SEEN, 
caught, and cor- 
rected with X-Ray 
fitting. Adrian 
X-Ray installation 


stocking. 
shoe fitting. 


keeps your store 
ahead, and more 
efficiently 
your customers. 


serves 


The Adrian 
X-Ray Deluxe 
Model with 
many new 
improvements 


May we send 
our represen- 
tative and ad- 
ditional infor- 
mation? 


Adrian X-Ray Shoe Fitter, Inc. 
3535 N. Palmer Milwaukee, Wisconsin 
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Children's Shoes 
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@®> NAHM.O-PEDIC 


Children’s Welts 
Finest Quality 














Write for Information 
NAHM BROTHERS SHOE 
MFG. CO., 


Swanson & Ritner Sts., 
Philadelphia 
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Riding Boots 
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IN STOCK 
America’s Finest 
Riding and Military 
BOOTS 
Write today for our complete Catalog 











Open New Branch 


Detroit, MicH.—A new shoe store 
has just been opened up at 1247 Wood- 
ward Ave., Detroit, under the name of 
Burt Shoe Company. It is owned by 
the Rogers Shoe Company of St. Louis, 
and will be the only branch of the com- 
pany in Detroit. The firm specializes 
in women’s medium-priced footwear. 

The store is extremely modernistic in 
design having been designed by Emil 
Forman of St. Louis. The exterior is 
of marble and porcelain enamel. The 
color scheme of the interior is bone 
white, canary yellow, blue, rust and 
beige. Fixtures are in Japanese pemo 
wood. A unique feature is the tubular 
chairs which line the walls, which have 
concealed cases for merchandise. 

Joseph Fink is manager of the store, 
Jack Westbrook is district manager, 
and Joseph Leon is sales manager. 
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J. P. Moroso Joins 
Treadeasy Shop 


New York—Joseph P. Moroso, re- 
cently shoe fitting counselor at~ the 
Coward Shoe Store on 34th Street in 
New York City, has been appointed 
manager of the Treadeasy Shoe Shop 
at 39-06 Main Street, Flushing, Long 
Island. 



















JOSEPH P. MOROSO 


Mr. Moroso has made the correct fit- 
ting of shoes his life’s work. “Shoe 
fitting is an art,” he says, “to be prac- 
ticed only by those thoroughly qualified. 
Here at the Treadeasy Shop we will fit 
shoes properly. Improper shoe fitting 
is a practice that we shoe retailers 
must fight. Poor health and unneces- 
sary suffering are often the results of 
carelessly fitted shoes.” 





Belle Meade Salesmen in 
Territories with Fall Line 


NASHVILLE, TENN.—Following a pep- 
py sales meeting, salesmen of the Belle 
Meade Shoe Co. started on their terri- 
tories for Fall with the most complete 
boys’ lines of Skyrider and Excelsior 
Shoes ever put out by this division of 
the General Shoe Corporation, here. 

Numbering fifty-four in-stock styles 
on both lines, the new Skyriders and 
Excelsiors will include high lace boots, 
field boots, cowboy boots, lace shoes and 
oxfords. 

A new innovation receiving tremend- 
ous reception is the introduction of the 
new Custom-Built Line for boys and big 
boys. These new custom-builts are be- 
ing featured in fine quality leathers 
such as genuine calfskin, Baltic veals, 
genuine buffalo and Scotch grains. 

Along with their new line, the Sky- 
rider salesmen were presented with 
a second Skyrider-Taylor Cub contest 
set-up, planned from the overwhelming 
returns in sales and entries received in 
the first such contest conducted during 
the Spring selling season. 

Official announcement of the rules of 
the contest will go straight to the boys 
of the country through the medium of 
half-page advertisements in The Amer- 
ican Boy. The contest, complete with 
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ELAM'S 


PRE-WELTS 




















740 PATENT 
LEATHER 
742 WHITE ELK 
SIZES 2/8 Se : 

This particular number is headed 
for a happy summer season. Judg- 
ing by the orders coming in, mer- 
chants are really expecting big 
things! No wonder — selling the 
Elam line and expecting "big 
things" go together. For the shoes 
sell quickly and the profits are grat- 
ifying. And that's precisely what 


shoe men wantl 




















F. S$. ELAM SHOE CO. 


N. Y. 





WATER ST. ROCHESTER 
DISTRIBL TORS 

NEW YORK 439 Marbridge Bldg 

BOSTON: Lane Bro 

NEW ORLEANS: B. Roser 

LOS ANGELES: Boston 


176 No 
























all the promotional aids of dealer news- 
paper mats and mailing pieces, will of- 
ficially open in August. On November 
12 the lucky boy who submits the best 
completed limerick on Skyrider Shoes 
will be presented with a brand new 
Taylor Cub plane, with a cruising speed 
of 70 miles per hour. 

In addition, five pedigreed pups, each 
with a specially engraved “Skyrider” 
collar, will be awarded as second prizes. 

The monoplane, a product of the 
Taylor Aircraft Co., together with the 
five additional prizes for the runners- 
up in the contest are eligible to any boy 
in the land without his first having pur- 
chased a pair of Skyrider Shoes. Con- 
test entry blanks for official participa- 
tion in the contest will be available in 
dealer stores throughout the country. 

The following is the way the Belle 
Meade sales force and their territories 
line up: 

Ed Brandman, New England, New 
York, New Jersey; George Easter- 
brooks, Ohio and Pennsylvania; Hal 
Long, Southeastern States; Jimmy 
Johnson, Mississippi Valley States to 
the Gulf; George Price, Illinois, In- 
diana, Michigan; Pete Ware, North 
Central States including Dakotas; H. L. 
Kaiser, Northwest starting at Denver; 
Frank Greenwald, West Central States 
Oklahoma to Nebraska; Dave Edwards, 
Southwest including Arizona and New 
Mexico; Carl Winneguth, Pacific Coast 
—California to Washington. 
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A rieh, soft Mohawk floor cover- 
ing makes new shoes feel better 


There’s more to selling shoes than just the merchandise as every 
shoe man knows. One help you may have overlooked is a deep- 
pile rug that makes new shoes feel easy on the feet . . . one whose 
pattern sets off new models to advantage. 

Mohawk has made a special study of shoe store requirements 
—what shades are most suitable—what designs give new shoes 
the most effective background. And Mohawk goes much further 
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ades and weaves. It will cost you nothing to get expert advice. 
da wire collect to any of the branches listed below, and an expert 
will consult with you without any charge or obligation on your part. 


FREE...TO SHOE STORE MANAGERS 


Send today for Mohawk’s amazing new Carpet Calculator. It is a very 
simple instrument that enables you to quickly and easily estimate your 
carpet requirements. So send today for your Mohawk Carpet Calculator. 
Remember, it’s free! 


MOHAWK CARPET MILLS 


than beauty and luxury alone. For we have spent years in devel- 
oping methods of manufacture to add greater wear. _ 

In our new 1937 line we offer shoe stores the widest selection in 
years . . . scores of patterns and solid colors . . . many different 


Atlanta Boston 
Denver Des Moines 
Philadelphia 


Buffalo 
Detroit 
Pittsburgh 


GENERAL SALES OFFICE: 295 FIFTH AVE., NEW YORK, N. Y. 


Regional Sales Offices: 

Cleveland Dallas 
High Point Kansas City Los Angeles 
San Francisco Seattle St. Louis 


1937, Mohawk Carpet Mills, Inc. 


Chicago Cincinnati 








Broadcasting Foot Relief 


CHICAGO—Climaxing one of the most 
successful and extensive advertising 
campaigns ever conducted by The Scholl 
Mfg. Co., Inc., in thirty-three years, Dr. 
Scholl’s Foot Comfort Week, June 5 to 
12, will be announced twice a day, 
morning and evening, over twenty-two 
of the most powerful radio stations 
from coast to coast. 

Millions of foot sufferers will be told 
that they should obtain relief from 
their foot troubles in order to avoid 
aging lines, pain and discomfort, to say 
the least. These radio announcements 
will ‘direct foot sufferers to the nearest 
shoe or department store. Thousands 
of shoe and department stores who fea- 
ture Dr. Scholl’s Foot Comfort Service, 
an appliance or remedy for the relief 
of every common foot trouble, will par- 
ticipate in this nation-wide foot reliet 
campaign. 


Flower Festival Theme in 


Summer Shoe Promotion 


PUYALLUP, WASH.—The golden Daf- 
fodil Festival which drew attendance to 
the magnificent fete from a wide coun- 
tryside served as the theme for sales 
promotion of Summer footwear and 
especially white shoes at the shoe store 
of Mason and Burks of this city. 


Cooper Appointed Booth 
N. E. Representative 


MILWAUKEE, WIsS.—W. E. Cooper has 
been appointed New England repre- 


WILLIAM E. COOPER 


sentative for Crosby Square and Walter 
Booth shoes with his headquarters and 
home at Quincy, Mass. 


Mr. Cooper was for many years con- 
nected with Churchill & Alden and has 
a large following among the shoe trade 
in the New England territory. 


Buys Women’s Shoes Now 


TRENTON, N. J. — Ernest J. Smith, 
formerly buyer of men’s shoes for John 
Wanamaker, New York, has recently 
joined the organization of H. M. Voor- 
hees, of Trenton, where he has taken 
charge of the buying of women’s and 
children’s shoes. Partly by reason of 
his Wanamaker connection and partly 
because of the fact that he served as 
chairman of the men’s style committee 
of the National Shoe Retailers Associa- 
tion, Mr. Smith’s wide reputation in the 
shoe trade is primarily connected with 
the men’s branch of the business. He 
has an extensive background of experi- 
ence, however, that makes him thor- 
oughly familiar with the problems con- 
nected with buying, selling and mer- 
chandising all kinds of footwear. 


Schauder Sells Shoe Interest 


CLINTONVILLE, Wis.—Arnold Schau- 
der has sold his interest in the Schauder 
&- Schauder shoe store here to his 
brother and has opened a retail shoe 
store in Marshfield, Wis. Mr. Schauder 
was associated with his brother in the 
business here for many years. 
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HOWELL 


Merchandise Sources for 
Shoes on Pages 30-31 
LEFT-HAND PAGE—CLOCKWISE: 


1. A custom brogue in Tan Calf featuring 
a hand welt and a right and left pat- 
tern. From Stacy-Adams Co. 


2. A full brogue in Light Tan French Cor- 
dovan over a slimmer and squarer last. 
From Stacy-Adams Co. 


3. A medallion perforated square V tipped 
brogue in mahogany water repellant 
leather. From Wall-Streeter Shoe Co. 


4. A plain tipped custom brogue in Black 
Box Calfskin. A particularly smart 
town shoe for dressy wear. From Free- 
man Shoe Corp. 


5. An interesting lacestay treatment in a 
seamless oxford with overlay on quarter 
and a full plain toe in Norwegian Veal. 
From Wall-Streeter Shoe Co. 


RIGHT-HAND PAGE—CLOCKWISE 


1. A full country brogue in mahogany 
colored water repellant leather, featur- 
ing an extra heavy crepe rubber sole, 
From E. E. Taylor Corp. 


2. The same leather featured in a four 
eyelet Raglan Blucher with the same 
sole treatment and smart welting. From 
E. E. Taylor Corp. 


3. A country brogue in Tan Norwegian 
Grain Veal with red crepe rubber sole. 
From Freeman Shoe Corp. 


4. A natural colored tan water repellent 
calf, six evelet brogue blucher, featur- 








SHOE STORE 
MODERNIZATION 


@ with Howell Chromsteel Furniture will make 
your place the outstanding store in town. 

A full color catalog showing complete line of 
fixtures, chairs, stools, etc., will be sent on re- 














ST. CHARLES 


ILLINOIS 


ing a Stormwelt and a heavy full water- 
repellant leather sole. From Frank Jar- 
man (General Shoe Corp.). 


Northwestern Travelers 
Open New Club Rooms 


MINNEAPOLIS, MINN. — The formal 
opening and house warming of the 
new club rooms of the Northwestern 
Shoe Travelers Association in Hotel 
Radisson occurred Saturday, May 8. 

Rooms 500 and 501 have been set 
aside for the use of the organization as 
club rooms by the Radisson manage- 
ment. Fitted out with comfortable 
chairs, tables, radio, magazines and 
other equipment, the pair of rooms 
afford a splendid place for members 
to gather for social and business pur- 
poses. 

Refreshments were served at the 
opening on May 8, with a considerable 
number of members and guests pres- 
ent. H. S. McIntyre, secretary of the 
Northwestern Shoe Retailers Regional 
Association, spoke on the 1938 con- 
vention at the short business meeting, 
stating that the dates have been set 
for the first week following the na- 
tional convention, the fee set at $15, 
and that reservations for display space 
are now being taken. About 25 sam- 
ple lines have already been set for 
display at the 1938 gathering. Seven 
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THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . where 
the season's newest and most significant 
! shoe styles are now on display. 


Shop the rage may Building for au- 
thentic shoe styl es. showrooms of 
the shoe industry's leading manufactur- 
ers . . . conven ently assembled under 
. Offer you a splendid 
opportunity to look before you buy. 


1328 BROADWAY «34ST 


DS. _— Mer. 


_ ct 











floors in the Hotel Radisson will be 
used for exhibition purposes. 

At the May 8 shoe travelers session, 
President Jeff Larson and Secretary 
Henry Thorson reported the North- 
western in excellent financial condition 
with a_ steadily growing roster of 
members. Both received many merited 
compliments on the progress which the 
shoe travelers association is making 
under their guidance. 


Maine Factories Increase 
Shoe Production 


AUBURN, MEe.—Ault-Williamson Shoe 
Co., who shut down their factory short- 
ly after the strike trouble in Main: 
centers started, due to the fact that 
their cutters were out, resumed produc- 
tion about two weeks ago and are 
rapidly approaching their regular 
schedule. Most of the other factories 
in this area are operating on curtailed 
schedules, and out of the 19 factories 
in the district, only two are completely 
shut down. Some are operating as high 
as 75 per cent of capacity, and while 
manufacturers are handicapped by the 
fact that the strike has not been de- 
clared off, many employees are said to 
be coming back to work and production 
is steadily increasing. 
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Commercial factoring provides work- 
ing capital from your own accounts 
receivable. You obtain cash against 
shipmenis as made, and eliminate 
credit losses and collection expense. 
COMMERCIAL FACTORS CORPORATION 


SEVENTY-SEVEN FRANKLIN STREET, BOSTON 
TWO PARE AVENUE, NEW YORE 


COMMERCIAL 
FACTORING 











Selling the Custom Idea 


[CONTINUED FROM PAGE 40] 


" Necessarily, of course, the price of 
hand-made shoes must be high, but if 
the individual could see the work 
necessary to turn out a pair of these 
shoes, the price would seem far too 
small. A custom shoemaker, working 
steadily for eight hours a day, can only 
turn out between two and three pairs a 
week, after being supplied with the al- 
ready sewn uppers. 

For those persons who do not care to 
pay the seemingly high price for the 
hand-made shoes, Mr. Barnett carries 
out an idea of his own in which the 
shoes are made to measure, hand-sewn 








and hand-lasted with the exception of 
the sole, which is put on by machine, 
using the Goodyear welt process. This 
saves much time and so the shoe is 
considerably less expensive than the 
shoe made entirely by hand, but, as 
Mr. Barnett says, “is just as good.” 
An educational window display which 
Mr. Barnett has used since the opening 
of the shop has attracted considerable 
attention from passersby. In the front 
of the window is a line of shoes in the 
several phases of being made, from 
the bare last to the finished product. 
Each separate phase is explained by a 
small card standing to the side of each 
process. To the rear of this display are 


several pairs of men’s shoes attractively 
arranged on a small display stand aug- 
mented by a showing of women’s 
shoes. 

As to advertising, Mr. Barnett be- 
lieves in small spot ads which carry an 
air of distinction. He has been run- 
ning such an ad in the New York Times 
since his opening and declares that it 
has brought many of his old and many 
new friends to his shop. A small fact 
incident to Mr. Barnett’s popularity is 
that many of the friends he made dur- 
ing his time at Fortnum and Mason’s, 
seeing his ad in the paper, called him 
up to ask for the liquors and jellies 
which this store carried. 














Exclusive Kwik-Fit Features 

. LIGHTEST WEIGHT 

Really practical for travelers 
. STRONG YET RESILIENT 

They shape without strain 
. ENTIRELY AUTOMATIC 

Just slip them in your shoes 
. CONSTANT ACTION 

Spring pressure in all directions 
. ATTRACTIVE 

The most beautiful of all shoe trees 
. CONVINCING 

Kwik-Fits practically sell themselves 


This simple demonstration is 
making shoe tree history 


"It's a naturall’’, exclaim shoe merchants who have followed our 


suggestion to demonstrate Kwik-Fit Shoe Trees to every buyer of 


new shoes. Just showing Kwik-Fits sells them. There's nothing to 
argue about, nothing to explain. Just slipping them into the shoes 
does all the adjusting automatically, accurately and with never a 


hint of strain. 


KWIK-FIT Self-adjusting SHOE TREES 


are built of resilient Fairylite Plastic to the exact shape of correct 
composite lasts. Three basic sizes for both men's and women’s shoes. 
Contracting for easy insertion, they expand—in the shoe—to the 
perfect shape of the last, holding the shoe in tread, and treeing out 
all wrinkles with their constant, moderate pressure. Your customers 


will like them—and buy them—in highly profitable volume. 


See Kwik-Fits at Boston Shoe Fair 


SHOE FORM CO.,INC., AUBURN,N.Y. 
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SALESMAN WANTED 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 





DDITIONAL territories now open. Live 

wire salesman wanted to sell women’s novel- 
ties, etc. Leading styles—complete line $2.00 
to $2.50 retailers. Commission basis only. Men 
with established following only. BOSTON 
NOVELTY SHOE CORPORATION, 179 Es- 
sex Street, Boston, Massachusetts. 





EXPERIENCED men with good following to 
represent a leading Boston wholesaler carry- 
ing a complete line of women’s novelties; also 
men’s and boys’ shoes—Fast Styles—$1.49 to 
$2.49 retailers. Commission basis only—no ad- 
vances. Address F-347, care Boot & Shoe 
Recorder, 140 Federal Street, Boston, Mass. 





AS LESMEN wanted by a factory making sport 
McKay welts, stitchdowns and prewelts. All 
applicants must have real sales record behind 
them. No side line men wanted. Commission 
basis. Address F-348, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





ALESMEN—Established manu‘acturer men’s 

spats has good territories open—complete line, 
easily and quickly presented, liberal commission, 
wholesale and retail price range. Address F-349, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





THREE (3) salesmen with following of chain 
and better retail stores. For North Carolina, 
South Carolina, Georgia and Alabama; Louisi- 
ana, Mississippi and Texas; West Coast. 1.00 
to 1.29 stitchdowns. Exceptional line. 

house. Address F-351, care Boot Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


AGENTS ‘WANTED | 











Suppliers to the Shoe 
Trade in Great Britain 


are open to accept agencies or sole 
selling rights for Great Britain for 
any article saleable to Shoe Manufac- 
turers. Goods must be competitive in 
price after allowance is made for 
freight and import duty into the 
United Kingdom. 


Address F-352, Care 
BOOT & SHOE RECORDER 
239 West 30th St., New York, N. Y. 

















FOR RENT 


GHOE departments for rent. Stores estab- 
lished over 25 years, 60 and 70 miles from 
New York City. Good opportunity for right 





rty. Address F-358, care Boot & Shoe 
ee 239 West 39th Street, 


New York, 








Can offer 500 dozen weekly of a well- 

constructed, 4-thread, 42 gauge Ring- 

less Chiffon, either greige or finished, 

to responsible shoe chain at a very 

reasonable price. 

Address F 357 care BOOT & SHOE RECORDER, 
239 West 39th Street, New York, N. Y. 

















FOR SALE OR LEASE 








FACTORY FOR SALE 
OR LEASE 


4 story factory building 40 x 200 feet— 
30,000 square feet—two  elevators--- 
automatic sprinklers—in good repair— 
very reasonable rent for whole or part. 


ARCHER H. BARBER 
NORTH ADAMS, MASS. 

















POSITION WANTED 





MANAGER-salesman-—many years’ experience 
in retail shoe stores desires connection in 
Metropolitan New York. Knows shoes, fitting, 
stock control and all details pertaining to re- 
tail selling, also has great knowledge of ortho- 
pedic footwear. Address F-356, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





A GO-GETTER wants job as buyer for 
women’s and children’s better grade shoes 
in department store with hundred thousand shoe 
volume or possibilities, Address F-353, care 

& Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








LINE WANTED 


SALESMAN now selling large volume trade 
in Middle West interested in a line of men’s, 
women’s and children’s house slippers. Inter- 
ested only in reliable manufacturer. Address 
F-354, care Boot & Shoe Recorder, 1627 Locust 
Street, St. Louis, Mo. 








La factory line retailing from $4 to 

also popular iced Sandal line for 
Hasaiias Islands. Address F-355, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








MEN’ Ss — I’ve sold them in New York 
City area for over sixteen years. If you 
make them, I can 4 your line, too. Address 
F-350, care Boot & Shoe ew 239 West 
39th Street, New York, N. 





WANTED: — Twenty-four used chromium 
chairs—padded seats and back, or plain, 
table to match. Werbner’s Brownbilt Shoe 
store, Manchester, Conn. 





Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Magee — ee: mags Ny Vital- 
seoneres Queen Quali 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
IRVIN RUBIN 
“The House of Jobs’’ 


89 Reade St., Cor. Church 
|_Phone Barclay 7-7887 New York City 

















E. H. Ferree Co. 
to Be Enlarged 


Lockport, N. Y.—Construction of a 
new addition to the plant of E. H. 
Ferree Co., at 56-61 Richmond Ave., 
manufacturers of leather goods, is an- 
nounced by Douglas R. Patterson, presi- 
dent, who said the new unit will involve 
an expenditure of about $30,000, exclu- 
sive of new machinery and equipment. 
This is the third major expansion of 
the plant since it was opened in 1914. 
Production will be doubled and the 
number of workers will be increased 
about 40 per cent, Mr. Patterson re- - 
ported. The new plant will be com- 
pleted and in operation within four 
months. 





mum charge, 75 cents. 


address should be counted 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
[ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “ej 


word. Minimum charge, $1.25. 
ge all other cases each word of the 
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BUSINESS OPPORTUNITY 





WINDOW NEWS 
=sHAn0S of fashion 


Composition life size hands, ten 
inches high, porcelain white fin- 
ish—Display hosiery on the 
hand, place shoe over it—Truly 
a unique and timely item—Guar- 
anteed to please. 


ORDER NOW 
SEGALL & SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 

















Elaborate New Store 
Planned for Fall 


CHICAGO, ILL.—One of the most mod- 
ern and elaborate shoe stores in the 
Chicago area will be opened next Fall 
by Kitty Kelly Shoes, it was announced 
recently. Construction of the shop 
which is expected to entail an expendi- 
ture of approximately $100,000 in re- 
modelling operations begins May 1 to 
the present five-story building at 112 
South State Street, formerly occupied 
by the old Orpheum Theater. The Kitty 


Kelly company has leased the building. 


for 20 years as their first unit in a pro- 
posed Chicago chain and their initial 
venture in Illinois. 

The remodeled structure will present 
many striking departures in layout. The 
first and second floors are to be com- 
bined to give a ground-level space 24 
feet high, topped by an arched And 
domed ceiling. An irregularly shaped 
vestibule 25 feet deep has been worked 
out, which is unusually commodious for 
a shoe display. A special indirect light- 
ing system focusing rays on the floor 
of the store is expected to aid customers 
in their purchases. 

The front of the building will consist 
of bronze, glass brick, structural glass, 
and porcelain enamel. The glass brick 
will be illuminated for varying effects. 
Selling space will occupy the combined 
first-second floor and basement which 
together will contain 360 chairs. New 
fireproof construction makes utilization 
of the basement possible. Monumental 
stairs will connect the ground and lower 
level. Walls on the main floor will be 
decorated with photo murals. There is 
to be a special “bar” for hosiery and 
handbags. 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











Paris Stages Big Show 


[CONTINUED FROM PAGE 71] 


aside for bottiers and shoe manufac- 
turers in this Pavillon. There will be 
at least 75 of them, and it is believed 
that the designers will do a quality of 
creative work topping their artistic 
careers and with the stamp of individu- 
ality characteristic of the French. 

The “crowning” enterprise of this 
Pavillon de la Parure will be a roof 
garden designed like a huge cage, to 
be called Club des Oiseaux, or “birds 
club.” Admission to this club will be 
by invitation, and the gatherings for 
teas, suppers, dancing, are expected 
to be the-flower of elegance, the super- 
luxe of the French capital. 

In the new Mid-Summer collections, 
almost every dressmaking house lists 
a model named “Exposition.” Some are 
fashioned of prints representing fanci- 
ful Exposition scenes and buildings. 
Others are costumes considered appro- 
priate for Exposition wear, short- 
skirted tailleurs in lace, or evening 
dresses whose long skirts escape the 
ground. 

The “Exposition silhouette” is 
launched by Schiaparelli. It is stream- 
lined, straight and narrow, giving an 
impression of height. Trailing skirts 
are out, as far as Exposition costume 
goes. New “highs” in skirts have con- 
sequently appeared en masse. The 
short-skirted waltz dresses have gained 
a lot of ground. Short all around as 
they are, many now are further 
shortened at front or both sides. 

Short evening dresses in several 
versions are rampant at Mainbocher’s. 
Taffeta frocks with skirt backs touch- 
ing the floor, have the fronts cut 
straight off as short as day length 
skirts. Some decollete lace evening 
dresses are day length in front and 
drooped in back. These have narrow 
skirts and not being tailleur types, are 
distinctly new. 

In addition are many evening models 
of uneven hem. Hems are cut into big 
scallops or into large, deep points that 
revive the handkerchief draperies of 
yesteryear. These abbreviated skirts 
cry out for new styles in evening foot- 
wear, and provide adequately for their 
display, which is more than can be 
said of trailing skirts today. 


Correct Fitting Is Important 
@ It provides foot comfort which leads to 
repeat sales. Dunde Re-Shaping De- 
vices help you to make the necessary 
fitting adjustments. Write for prices 
and your copy of our descriptive catalog. 
DUNDE SHOE RE-SHAPING DEVICES, INC. 
Republic Bidg., 209 S. State St., Chicago, II. 
Hughston & Rennie, 37-39 Bulwer 8t., 
Toronto, Canada 








| DUNDE Sho Re-Shaping Device 


White and Tan Leads in 
Men’s Southern Selling 


MIAMI BEACH, FLA.—Shoe dealers on 
Lincoln Road are giving their final sum- 
mary on what has taken place in men’s 
shoes. The picture here for the first 
three months of the year will be dupli- 
cated in the north as the season ad- 
vances. 

Burdine’s report that white and 
brown combinations in sport shoes have 
been outstanding, accounting for fully 
60 per cent of total sales. The all-white 
shoe has been second in importance, 
running to approximately 25 per cent 
in volume. White and black is third, 
sales volume being approximately 15 
per cent. 

David Alan reports a 50-50 business 
in the all white and combination white 
and brown shoe. In the combinations 
white and tan has about a 65 per cent 
volume while white and black runs to 
35 per cent. 

Frank Bros. have had their volume 
in the all white sport shoe. White and 
tan is second with white and black 
third. 

Phil Davis reports white and tan in 
a wing tip as being the most popular 
in their store. All white ranks second 
with white and black third. 


Strogatz Named 
Loyde Manager 


WATERBURY, CONN.—Joseph Strong 
Strogatz has been named manager of 
Loyde’s Shoe Store, Inc., 120 Bank 
Street, and William J. Golden, a sales- 
man for the past five years, is assis- 
tant manager. The store was opened 
September 1, 1932, under the name of 
Clyde’s Shoe Store, and the corporate 
title was changed to Loyde’s in 1934, 
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Orthopedic Shoe Men Meet 


New YorkK—At a meeting of the 
Orthopedic Shoemen’s Association 
whose headquarters are at 2524 Broad- 
way, this city, held at the Hotel Paris 
on Tuesday evening, May 11, the in- 
stallation of officers took place; the offi- 
cers having been elected at a previous 
meeting held on April 29, at the Hotel 
McAlIpin. 

The following are the officers who 
were inducted into office by the large 
body of members present at the meet- 
ing: David Weissberger, president; Ir- 
ving Smith, vice-president; Harry 
Parke, secretary, and Ralph W. Meri- 
ans, treasurer. 

Mr. Weissberger, president, in ac- 
cepting office said that he was very 
much pleased with the large attendance 
and felt that it showed the interest 
these shoe men had in furthering the 
progress of the orthopedic shoe busi- 
ness. He went on to say that the 
Orthopedic Shoemen’s Association was 
progressing to become a large and 
strong body of responsible shoe mer- 
chants. 

Business taken up at this meeting 
was the election of a board of directors 
with N. S. Low, of Eneslow, Inc., as 
chairman. 

A mass meeting, to which all ortho- 
pedic shoe men of Greater New York 
are invited, is to be held on June 1 at 
the Hotel McAlpin, at 9 p. m. All the 
orthopedic shoe men of New York State 
are urgently requested to attend this 
important meeting. 





Travelers to Stage 
Footwear Shows 


MINNEAPOLIS, MINN.—Starting June 
27, a series of monthly shoe exhibition 
fairs will be staged in the Hotel Radis- 
son, Minneapolis, under the sponsor- 
ship of the Northwestern Shoe Trav- 
elers Association. The first will be 
held on Sunday and Monday, June 
27 and 28. 

The next, to be held during the 
period of Twin City Market Week, 
Sunday and Monday, August 1 and 2, 
will find a large number of footwear 
lines spread at the Radisson, with 
many of them expected to remain open 
for the entire five days of the semi- 
annua] market event. 

Reservations for sample room space 
for the June footwear exposition may 
be made by writing the Northwestern 
Shoe Travelers Association, Room 500, 
Hotel Radisson, or to J. L. Gormley 
of the hotel executive staff. 


Glazier Store Remodeled 


NortH BEND, WASH.—Extensive re- 
modeling and beautification are now un- 
der way for Glazier’s large retail store 
and important shoe outlet of this region. 
The interior is to be completely altered 
by the program which has been launch- 


ed for renovating the shoe and cloth- 


ing set up. 








~ 
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BOOTS AND SHOES 








AULT-WILLIAMSON SHOE CO., Auburn, Me. ............060 cece eee c cece cceeeees 
CAMBRIDGE RUBBER CoO., Cambridge, pS eee SP ns eens a SB aS ig te 53 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass......................s0ss0se es 110 
CONNELL, J. M., SHOE CO., S. Braintree, Mass.................cccccecccceceerseus 112 
CRADDOCK-TERRY cO., Lanchburs, Vaeweeeeeeeereevcerssetesctrsneeneteseeteees 42, 43 
CUSHMAN, CHARLES IT IEG oie's's y dec cso oo ns oc an smn mameeinn Satike's teks 61 
~ te ge ‘UNITS OF INTERNATIONAL SHOE CO., Manchester, N. H........... 56 
ELAM, F. S., SHOE CO., ee we eS Senet. yon a eee eR he RASA ae © cee ae atts 114 
ENDICOTT: JOHNSON CORP. ER. DNs Np 208 40 5 CAN ANDRE CREDO Rowan neo 9 to 12 
EVANS, N CO., Wakefield, Mass. be RM 8 ERIN 62 
FARMINGTON SHOE MFG . CO., Diver, N ae) a ee cg . 6 
FLORSHEIM SHOE CO., Chicago ci, a bose WMA S-+.. 6 Ciintcs «a0 bvacmemen ee © s . 18 
FREDERICK SHOE. CORP., Derry, N. HH. ..cccicccccc secs cccccccccerseeteeteseevess 62 
FRENCH, SHRINER & URNER MFG. CO., =e 6 ES Se OEE TS ac! ODL Yk I care 47 
FRIEDMAN-SHELBY SHOE CO., St, Louis, Mo. |....................0/.2522. 20 
GOODRICH, B. F., em, Watertown, Mass ad a eg iia NC hla a's GOS aS & ua atbogcart 92 
GREEN, DANIEL, C Dolgeville, N. Y. SIMA ad 2 Gis ced ca Oie «0 sd WEG DS co se eas 96 
GREAT NORTHERN SHOE COMPANY, Manchester, N. H. .......2....20002002: 56 
HANNAHSONS SHOE CO., Haverhill, Wie hs ue as as 60 
HARRISON SHOE CO., Everett, ae VOT Re ae ae meek Ce: ine ORM ieee ee 52 
HAZZARD, R. P., CO., ‘Augusta, Ws. 5:Widia 0-k'o o OMA CUE A ERE SME CREE EG: Sah ebe's é 61 
INTERSTATE SHOE CO., Manchester, N. H............ 0.0: c cece cece eee e eee e nates 56 
JARMAN SHOE COMPANY, EIS RON cf i Seip Save wie SON ae eee RIE 34, 45 
KRIPPENDORF-DITTMANN CO., Cincinnati, O. ............6. cee cee cece etna 75 
LONGINI SHOE MFG. CO., Cincinnati, Ee oie wie tes Bre CER CERT LET 85 
MARKS, L. V., & oo oe. CE 005 od. Dig Vdd Os y 0 PEN MLOS op Ger yee weNeN 85 
MEI!IS, CHARLES ih AMMO ON nt eyiy She wleeieh Gb ddd eve dre 76 
METROCRAFT SHOE. COMPANY, "Manchester, gc at I ae ee 56 
MIDDLETOWN FOOTWEA See tiey MEMMOCOWN, IN, Moc. ce lee ccc tea serbeerase 109 
MILLER SHOE CO., THE, Ginctnnat i reas hon oe SIV 83 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................. 7 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. PE $9 Ba Oe 5 a ae ent 110 
MUSEBECK SHOE COMPANY, Danville, Te Ti Ike pa eg Cignkics GUINS ahem a Scag ae 5 
NAHM BROS. SHOE MFG. CO., Philadelphia, Pa.............6 5-06 c eee eee eee 114 
O'DONNELL SHOE CO., Humboldt, Tenn. ............. cece cece eee eee 114 
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IS IT SERVICEABLE AND 


SMART -227 WA, “len the: l, " y 


The shoe illustrated is smart style for the Little Miss. It 
stands up under hard play! It is built to attract and hold 
loyal customers to your store for they remember quality 
long after price is forgotten. Just as in all “Kali-sten-iks” 
shoes, nothing but the best of materials are ever used. Add 
to this the distinctive “Kali-sten-iks” features for which the 
line is famous, with its wide style range, and the net is a 
capital asset for the merchant and his service. It helps in 
grading up. Details sent on request. 


KALIeSTEN-IKS 


s 
BOSTON SHOE FAIR, JUNE 1, 2, 3—ROOM 266 PARKER HOUSE—JOHN M. AHEARN, REPRESENTATIVE 


The Gilbert Shoe Co., 


NEW YorRK: 54] MARBRIDGE BLDG. 
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RITA — Styled by 
RICE-O’NEILL 


Ii is natural that the name of Colonial Patent has 
come to be linked with the leaders of American 
shoemaking. . . . Rice-O’Neill, for instance, have a 
nation-wide reputation for making “One Grade 
Only — The Best.” Naturally enough they turn to 
Colonial for the supple-skinned and exceptionally 
brilliant type of black patent which they require to 






hdd WITH THE 
oe 


meet their own special standards of style and wear. 
Our new Swatch Book will show you an actual 
piece of the Colonial Black Patent which Rice- 
O’Neill and almost every other leading shoe manu- 
facturer will be using this fall. We shall be glad 
to send you one of these Swatch Books if you will 
addrese your request to Dept. R-3. | 


COLONIAL TANNING COMPANY, 207 SOUTH STREET, BOSTON, MASS. 
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A worm’s eye view of any campus shows that 
little care is taken of shoes. Yet college men 
-and women demand comfort, fit and appearance. 
Shoes with Spaulding Counters give all three. 
They give appearance by maintaining arrow- 
straight backseams and smooth, unwrinkled 
quarters. They make a shoe fit at the heel with 
perfect comfort because they are formed in rights 
and lefts in various sizes on the very lasts on 
which the shoes are made. But college people 


NO OTHER PART OF THE SHOE MEANS SO MUCH... 


J) Coug 


are not different. People; men, women and 
children in every walk of their lives, want 
the same three qualities that are best gained 
with Spaulding Counters — fit at the heel, 
fine, unwrinkled quarters, and all the comfort 
of a heel that lifts with the foot. To meet 


these demands give your customers all three 


by specify CPAULDING' 


ing Spaulding» Counters 


Counters. “Made in North Rochester, N. H. 


- AND COSTS SO LITTLE 





ee 
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ENDICOTT JOHNSON 
Produc 


+ 


4650—Women's White Canvas Kiltie, 
white trim, white foxing and kiltie, crepe 
sole and heel, leather insole. Sizes 2!/>/8. 
b7!h¢ 
4651—Women's Blue Canvas Kiltie, 
white trim and kiltie tongue, crepe sole 
and heel, leather insole. Sizes 2!/,/8. 
b7\/¢ 
4652—Women's White Canvas Kiltie, 
blue trim, blue kiltie tongue, white foxing, 
crepe sole and heel, leather insole. Sizes 
2/2/8 
4653-—Same with Red Trim and Red 
Kiltie Tongue. 
4654—Women's White Canvas Mocca- 
sin Tip, blue patch moccasin and trim, 
white foxing, crepe sole and heel, leather 
insole. Sizes 2!/>/8 
4655—Same in Blue with Blue Moccasin 


and trim. 
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THREE CHEERS FOR THE RED, WHITE AND BLUE 
SUMMER SHOES by ENDICOTT JOHNSON 


IN STOCK 


—and plenty of action for merchants who feature 
this exceptionally colorful line of active summer 
shoes at once. 


Brilliantly colored footwear is just the thing for 1937 
Summer Wear and the millions of week-enders 
and vacationers who throng the tennis courts and 
beaches are going to go for these shoes in a 
big way. 


Don't miss this chance to do a real business this 
season! These Famous Raqueteers and other 
Endicott Johnson Summer Shoes are ideal for 
summer wear—they'll make snappy and attention 
attracting windows—and they're just what every 
one will be looking for | 


Send in your order now—today! You'll give three 
cheers for the extra business that they'll bring 
to your store. 


3059—Men's Grey Steerbuck, leather insole, 
crepe sole, rubber heel. Sizes 6/11... $1.42!/ 
3058——Same in Brown Steerbuck. 

3061—Men's White Buckite, leather insole, 
crepe sole, rubber heel. Sizes 6/I|.. $1.42! 


3060—Men's White Buckite, perforated, 
leather insole, crepe sole and heel. Sizes 6/11. 
$1.37 
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Men nap (oonfidence 1s Him 


History records few times when Confidence was more 
sorely needed than during the Cinl War. And men put 
their confidence in Abraham Lincoln. So firmly did they 
believe in his ideals that many sacrificed their lives to the 
abolition of slavery and preservation of the Union. 


ODAY we face another need for Confidence—this time within our own 

industry. An increase in shoe prices is no longer a matter of specula- 
tion. It is past history, for, from manufacturer to consumer, higher cost 
figures have gone into full effect. @ Whenever a situation of this kind occurs, 
there usually follows a tendency toward distrust, a fear of irregular practices. 
@ The old saying: “Caveat Emptor’ (Let the Buyer Beware) comes strongly 
to mind. But the retailer need not beware—not so long as he is able to 
maintain Confidence in his source of supply. @ For this situation is not new. 
Time and again it has occurred during the past twenty-seven years of our 
business life. History does repeat itself. But retailers who have relied upon 
D. Myers & Sons, INc., as their chief source of supply have never known a 
time when their Confidence was not fully justified. @ To us, the offering 
of highest possible quality (within our price ranges) at the fairest possible 
price has always been a moral obligation and always will continue to be. 


D. MYERS & SONS, INc. 


BALTIMORE, MD. 


The MYERS FALL LINE will be on display at these shows: 
SovuTHWESTERN SHOE CONVENTION Boston Suok Farr O. S. R. A. Annuat Mipwest Soe Fair 
May 30 to June 3, 1937 June 1, 2, 3, 1937 June 6, 7, 8, 1937 

| Dallas, Tex.; Adolphus Hotel, Room 822 Hotel Statler, Rooms 763-64-66 Cincinnati, O.; Netherland-Plaza, Room 622 
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NAME AND TRADE-MARK REGISTERED. MADE UNDER U.S. PATENT NO. 1,408,871 


FASHIONABLE 
COLORS FOR FALL 


BLACK 
INDIES BROWN 
PADDOCK GREEN 
BURGUNDY 
RUST 
ATLANTA GREY 
BATTALION BLUE 


ee: your chance to maintain style, 
quality, and get your full margin of 
profit on popular priced shoes for fall 
and winter ... specify Hood Arrabuk! 

Many profit-wise retailers have already 
found that Hood Arrabuk, though lower- 
priced than most other quality upper 
materials, gives them distinct advan- 
tages of its own. It’s priced low enough 
to enable them to retail shoes at volume 





prices. In style, color, quality, it gives 
full customer-satisfaction. 
Manufacturers, too, have found Hood 
Arrabuk ideal—it is absolutely uni- 
form, cuts with less waste, does not 
fray at edges of perforations or pinking. 
Before you specify more costly ma- 
terials—see the new Hood Arrabuk in 
sparkling fall colors—and you won’t 
have to sacrifice your mark-up, volume, 
or quality. Arrabuk is made only by 
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With the average “heavy-weath- 
er” shoes, one is tempted to 
follow the old Japanese custom 
of taking off his shoes at the 


iN iis threshold. Not so with these 
! 


handsome brogues of Gallun’s 
; Eskimo Calf — a vegetable tan- 
INDOORS 


nage specially treated for water- 
proofing. No clumsiness here! 
Easy to look at and easy to wear 
' — glove-soft after repeated wet- - 
ting and drying. A. F. GALLUN 
& SONS CORP., Milwaukee, Wis. 


































